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AGENCY OFFICERS TAKE 
UP NON-MEDICAL PLAN 


H. H. Steiner Gives Connecticut 
Mutual’s View and Experience 
in the Business 





AGENCY DEVELOPMENT UP 





John A. Stevenson, O. J. Lacy, Geo. H. 
Harris and J. H. Jefferies Speak on 
Various Phases of Topic 





The Association of Life Agency Offi- 
cers in its ninth annual meeting held in 
Chicago this week discussed at its first 
session one topic of paramount current 
interest—non-medical insurance, and as 
well took a look backward at the devel- 





OLIVER THURMAN 
Presided Over Agency Officials 


opment in agency work during the past 
25 years and a look forward to the next 
25 years of agency development. 

The non-medical topic was only just 
Started, one speaker, H. H. Steiner, 
agency secretary of the Connecticut Mu- 
tual, opening up on that topic from the 
standpoint of the agency department. 
Mr. Steiner’s company has gone into 
the non-medical business extensively and 
did considerable thinking and investiga- 
tion on the subject before going into it. 


Investigation Made 


He said that after noting that two 
Companies had operated for 90 years in 

ngland without any examination, his 
Company decided that the matter was 
worth studying. First it investigated the 
experience of the Canadian companies 
which have been writing non-medical for 
@ number of years, and, second, it ana- 
lyzed its own business of the previous 
year to see how non-medical would ap- 
Ply to it. It discovered that 21,000 appli- 
Cations were written by the company in 
(CONTINUED ON PAGE 14) 





PLANS FOR GATHERING 


EXPECT A LARGE ATTENDANCE 





National Convention of Insurance Com- 
missioners Is Arranging Splendid 
Program for Its Chicago Rally 





President W. R. C. Kendrick of the 
National Convention of Insurance Com- 
missioners which will hold its mid-year 
convention at the Congress hotel in 
Chicago Dec. 8-10, anticipates a very 
interesting week. A large number of 
company officials and insurance organ- 
ization men will be present. The execu- 
tive committee will meet Dec. 7. 

Clifford Ireland, director of trade and 
commerce of Illinois, is in charge of the 
general arrangements. He will be the 
official host of the commissioners. The 
Illinois legal reserve companies are 
providing the entertainment, Isaac Mil- 
ler Hamilton, president of the Federal 
Life, being chairman of the committee. 
On Tuesday evening the Pamunkey 
tribe, in charge of Henry F. Tyrrell of 
the Northwestern Mutual Life, will hold 
forth, On Wednesday night there will 
be a banqquet at the Congress hotel and 
on Thursday night there will be a the- 
atre party. The banquet and theatre 
party are given by the Illinois com- 
panies. President Kendrick will arrive 
in Chicago Dec. 6, to meet the early 
arrivals. The executive committee will 
outline the program of the meeting. 


Committee Is Enlarged 


Manton Maverick, vice-president of 
the Continental Casualty, has been added 
to the committee of Illinois companies 
arranging for the entertainment of the 
commissioners, Walter E. Webb, vice- 
president National Life U. S. A. of Chi- 
cago, is secretary of the committee and 
in charge of the details. Clifford Ire- 
land, director of trade and commerce in 
Illinois, will meet with the committee in 
Chicago next Monday to talk over the 
plans. It is likely that the theater party 
= at the “Greenwich Village Fol- 
ies. 

President Hamilton of the Federal 
Life, who is chairman of the Illinois 
committee, announced this week that 
President Harold M. O’Brien of the 
Chicago Fire & Marine and the Presi- 
dential had been placed on the commit- 
tee to represent the fire insurance in- 
terests. The committee as now con- 
stituted consists of Isaac Miller Ham- 
ilton, Federal Life, chairman; R. W. 
Stevens, Illinois Life, vice chairman; 
Walter E. Webb, National Life, U.,S. 
A., secretary; Henry Abels, Franklin 
Life; A. E. Forrest, North American 
Accident; Manton Maverick, Conti- 
nental Casualty; H. M. O’Brien, Chi- 
cago Fire & Marine. 


SMITH MAKES SUGGESTIONS 
MADISON, WIS., Nov. 18.—At the 


coming meeting of insurance commis- 
sioners, W. Stanley Smith, commis- 
sioner of Wisconsin, believes that an 
entirely different program than those at 
recent sessions should be carried out. 
He has written a letter to Commissioner 
Kendrick, suggesting new methods 
which he believes ought to be discussed 


at the coming meeting of commissioners. 


Mr. Smith’s letter follows: 
Permit me to suggest to you a num- 
ber of subjecis for consideration and dis- 








DISCUSS NON - MEDICAL 





MICHIGAN OFFICIALS MEET 





Report Was Made by a Committee 
Representing the Life Insurance 
Companies of the State 





Two important subjects were dis- 
cussed at the regular quarterly meeting 
of the Michigan Association of Life 
Company Officers, which was held in 
Detroit under the auspices of the three 
Detroit companies. 

The question of non-medical applica- 
tions was given the greatest amount of 
time. This subject was the basis for 
several papers and much informal dis- 
cussion at the June meeting. After 
President M. E. O’Brien called the meet- 
ing to order the first important step on 
the program was the final report of the 
committee of officers representing the 
five Michigan companies. This report 
was presented by Dr. William B. Hut- 
chinson, vice-president of the Michigan 
Mutual Life. The report govered the 
combined experience of the five Michi- 
gan companies, applicable to the intro- 
duction of the non-medical applications 
with Michigan companies. Only one of 
the five companies has introduced the 
program, the American Life. 


Some Companies Still in Doubt 


President Hull of the Grange Life is 
seriously considering the introduction of 
the non-medical application in his com- 
pany. The other three Michigan com- 
panies are still in doubt as to their fur- 
ther action. The paper written by 
Franklin B. Mead and presented at the 
recent meeting of the Anierican Life 
Convention, was read before the Michi- 
gan association by Homer Guck, assist- 
ant to the president of the Detroit Life. 
Much discussion centered upon the data 
presented by Mr. Mead. 

Another subject which was presented 
was “How the Home Office Can Best 
Help the Life Insurance Agent in the 
Field.” This was very illuminatingly 
given by Willard E. King, secretary of 
the Agricultural Life. Mr. King, out of 
his 27 years’ experience as an agent and 
agency superintendent, presented very 
fine evidences of numerous opportuni- 
ties for company cooperation with the 
agent. The discussion Of this subject 
was led by W. D. Byrum, agency direc- 
tor of the Grange Life. 

Resolutions expressing the regret at 
the demise of George B. Magill, for 
many years agency superintendent for 
the Michigan Mutual, were presented by 
€larence L. Ayres, president of the 
American Life. 

The Michigan Association of Life 
Company Officers is now in its third 
year and has resulted in a most advan- 
tageous feeling of friendliness and mu- 
tual cooperativeness among all Michigan 
life insurance interests. 








cussion at the meeting of the Convention 
of Insurance Commissioners. . 

The injection of new innovations in 
methods, practices and the conduct of 
the business of insurance would, in my 
opinion, make a consideration of the 
following subjects of value to the com- 
missioners: 

The issuance of preferred stock by 


(CONTINUED ON PAGE ™) 





TOO MUCH STRESS IS 
PUTZON NEW BUSINESS 


President R. W. Stevens of IIli- 
nois Life Points Out Dangers 
of Forced Growth 





IMPORTANCE OF AGENTS 


Says Executives in All Departments 
Should Have an Acquaintance With 
Men in Field 





President R. W. Stevens of the IIli- 
nois Life spoke before the Association 
of Life Agency Officers in Chicago this 
week on “The Life Agency Officer.” He 
said: 

I am sure that I am well within the 





STEVENS 
President Illinois Life 


R. W. 


realm of fact when I say that nearly 
90 percent of the new legal reserve life 
insurance placed each year on the North 
American continent is written under the 
direction of those agency officers who 
are members and guests of this asso- 
ciation, so therefore, it seems timely to 
comment on the great responsibilities 
to all parties at interest in the life in- 
surance contract that rest upon the 
shoulders of those of us who have to 
do with the employment, direction and 
control of agency organizations. 
Necessity of Agency Department 


My entire business life has been spent 
with the company which I represent and 
having grown up with that company 
and having had experience in all of its 
departments and having participated in 
all of its activities I feel that I am quali- 
fied to testify that the department most 
necessary and vital to the progress, suc- 
cess and standing of a life insurance 
company is that known as the agency. 

Because of the great influence which 

(CONTINUED ON.PAGE 26) 
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NEW PART-TIME ISSUE 
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ARE OTHER LINES ALLOWED? 





Richmond Association Faces Situation 
Also Raised Elsewhere by 
Travelers Appointments 





RICHMOND, VA., Nov. 19.—The 
Richmond Life Underwriters Associa- 
tion will likely be called upon to re- 
interpret its part-time rule, adopted 
nearly four years ago. When the rule 
was put into effect by the association, it 
was not made retroactive as to men en- 
gaged in a general insurance business 
who were devoting part of their time to 
selling life insurance. 

Some months ago, P. Kemper Rector, 
who had for 20 years been cashier in the 
local agency (fire and casualty) of T. 


Garnett Tabb, resigned to open a fire. 


and casualty agency of his own. Mr. 
Tabb and a number of the men con- 
nected with his office, including Mr. 
Rector, have represented the Travelers 
for life business for several years. Mr. 
Kemper did not wish to sever his con- 
nection with the Travelers, but the ques- 
tion has been raised as to whether or 
not he is eligible for membership in the 
Richmond association. 


Construction Placed on Rule 


One construction placed on the part- 
time rule is that when a man engaged 
in the general insurance business at the 
time the part-time rule was promulgated 
changed his business, he should no 
longer be eligible for membership in the 
Richmond association. A number of 
members of the association feel that this 
isnot only straining at a gnat, but in 
Mr. Rector’s case it is placing too strict 
a construction on the part-time rule. It 
is pointed out that he has always been 
in the general insurance business, and 
his arrangement with the Travelers has 
been in force continuously without inter- 
ruption. 

There is a strong sentiment, too, that 
the part-time rule, as it applies to men 
devoting their entire time to insurance 
line, is too rigid. Some of the associa- 
tion’s members think they should be 
permitted to affiliate. 


Question of General Interest 


The situation has far more than a 
local significance, because the Travelers 
Fire, which began operations a few 
months ago, is appointing as its agents 
many Travelers agents. If a man holds 
a commission from the Travelers, the 
company will accept from him life, 





INSURANCE DAY RALLY 





BIG CONNECTICUT MEETING 





Joint Session Held by All Classes With 
Separate Meetings for Life, Fire 
and Casualty 





HARTFORD, CONN., Nov. 18.— 
The second annual Connecticut insur- 
ance day opened here Wednesday morn- 
ing. The fire, casualty and surety men’s 
session was held in the Travelers audi- 
torium. The life underwriters’ sessions 
took place simultaneously in the Phoenix 
Mutual auditorium. Wednesday noon 
luncheon was served to visitors at the 
Bond hotel with the banquet at the same 
place in the evening. 

All classes of insurance men joined 
forces this afternoon in a monster meet- 
ing at the Travelers building, addressed 
by Commissioner Howard P. Dunham 
of Connecticut; George E. Turner of 
Chicago, Casualty Information Clearing 
House; Clarence T. Hubbard, assistant 
secretary of the Automobile of Hartford, 
and Graham Wells of New York, for- 
mer president National Association of 
Life Underwriters. There was a discus- 
sion on the value of the Connecticut 
insurance day plan and an address by 
Rev. Alexander H. Abbott of Norwich, 
Conn. 


James L. Case of Norwich, former 
president National Association of Insur- 
ance Agents, was general chairman of 
the afternoon session. 

At the life insurance sectional meet- 
ing John M. Holcombe, chairman of the 
board of the Phoenix Mutual, presided 
and Edward S. Doten of New Haven re- 
sponded to the address of welcome, 
given by Maj. H. A. Giddings of the 
Travelers. The principal speakers were 
Frank W. Pennell and Hugh D. Hart, 
both of New York City. James Victor 
Barry, vice-president of the Metropoli- 
tan Life, was on the banquet program, 
together with Mayor Norman C. Stevens 
of Hartford and Donald G. Adams, pres- 
ident of the Rotary International. 








casualty or fire business. A Travelers 
life agent thus automatically becomes a 
“part-timer,” according to the letter if 
not the spirit of the rule. This is also 
true in some instances of agents repre- 
senting the Aetna Life and affiliated 
companies. Many local life underwriters 
associations have part-time rules similar 
to that of the Richmond association and 
are consequently confronted with decid- 
ing a nice question. 





SUGGESTION NOW MADE 


WANT COMPLETED BUSINESS 
New England Mutual Life Offers Some 
Advice to Agents At the Close 
of the Year 





The New England Mutual Life in its 
house organ, the “New England Pilot,” 
says that the thing that interests an 
agent at this closing part of the year is 
completed business. The agent desires 
as many signed applications with condi- 
tional binding receipts as possible. The 
company gives three practical thoughts 
as follows: 

“1, Your best prospects are the only 
ones you have time to see. These natur- 
ally fall into four groups, in this order: 
(1) those most likely to buy as shown 
by previous work—put their cards on 
the top of the pile; (2) policyholders— 
exclude all those who you know defi- 
nitely are out of this present market, 
see the others; (3) the prospects who 
earlier in the year went so far as to 
‘promise’ business next year — every 
agent has dozens of these well-meaning 
procrastinators; (4) strangers and semi- 
strangers—select only those who have 
some point of contact with yourself, in- 
cluding school, college, church, clubs, 
lodges, and men with whom you deal 
directly and indirectly. 


Go to Warmest Prospects 


“2. The list completed, see the most 
likely prospect first—this is common 
sense. Don’t beat the bush aimlessly, 
nor beat about the bush—go to the 
‘warmest’ first, the man most nearly 
sold. Take the line of least resistance. 
This means following the order laid 
down in the first suggestion. Begin 
writing applications at the very start— 
stimulate yourself with success! 

“3. Route your calls and schedule 
your time. Try districting your field— 
to avoid duplication of travel, and keep 
within each district so far as possible. 

“A reasonable daily schedule for ac- 
tual soliciting should cover not less than 
the universal office hours from nine to 
five, should it? Confine the preparation 
of material and other desk-work to ear- 
lier or later hours. Results are what 
you want. 

“Finally, enter into an agreement with 
yourself to hold not less than five real 
interviews every day, understanding that 
an ‘interview’ always means submitting 
a definite proposal. Experience shows 
that one application to every 15 inter- 
views is a fair ratio. This insures at 
least two applications a week from now 





———_— 


OLD OFFICERS OUSTED 


CLOVER FACTION LOSES Cagz 





Firm Contest Will Be Made for th 
Control of the Public Life 
of Chicago 





The officers of the Public Life of Chi. 
cago who have been holding their posi. 
tions since the election early in the 
spring were ousted by deputy sheriffs 
armed with a court order from Judge 
Foell, who broke down the doors. The 
officers and directors that were holding 
forth were eliminated and another set 
adjudged by the court as_ properly 
elected were installed. The officers that 
were ousted were Thomas J. Houston, 
chairman of the board and former Illi- 
nois insurance superintendent; Alfred 
Clover, president; Joseph Baumruk, 
vice-president; W. S. Morehead, second 
vice-president; Charles W. Kuhn, secre- 
tary and treasurer. The new officers 
elected were Louis Narowetz, vice-presi- 
dent, Edw. H. Burke, president; Wil- 
liam Herwig, vice-president; William 
Ullrich, secretary and treasurer. Mr, 
Burke was formerly president of the 
Niagara Life. Mr. Narowetz is head of 
the Narowetz Heating & Ventilating 
Company. The Narowetz faction also 
has as one of its main factors former 
Alderman William E. Rodriguez. 


Contest Between Two Factions 


The contest is between two factions 
headed by Alfred Clover and Louis 
Narowetz. These contingents have been 
fighting in the courts ever since the last 
election, Mr. Clover claiming that he 
represented a majority of the votes. 
Judge Foell finally decided in favor of 
the Narowetz faction. An appeal was 
taken to the appellate court and an ap- 
peal bond of $10,000 filed. Later Judge 
Foell wiped out the right to appeal. It 
is understood that the Clover faction 
may attempt to get to the higher court, 
claiming that the whole transaction has 
been a fraud and asking for a review of 
the proceedings. 

At the next annual meeting there will 
be a fight to a finish, as both factions 
are out strong getting proxies at the 
present time. Mr. Clover was the or- 
ganizer of the company and is head of 
the Public Agency Company, which is 
in charge of the production and stock 
selling work. 








to Dec. 26—and it also insures content 
ment in your work, and immense satis- 
faction to yourself and your family! 








PROMINENT FIGURES AT LIFE AGENCY OFFICERS ANNUAL MEETING 





CHARLES HOMMEYER 
Union, Central Life 





0. J. LACY 
Minnesota Mutual Life 


DR. J. A. STEVENSON 
Equitable Life of New York 


H. H. STEINER 
Connecticut Mutual Life 





Novem! 


Ss 


SAUF 


Kentuc 
Decl 


DUFF 


Presider 
Tran: 


Stock! 
Life of 
30 the « 
the vaci 
newly e 
cision 0! 

A me 
senting » 
held las 
ments fr 


holders’ 
pointed 
commis: 
compan: 
recomm 
group o 
mittee v 
value of 
ing whi 
compan) 
sioners. 


Comn 
that his 
change 
company 
five co! 
charged 
been en 
verted { 
that the 
their du 
director: 
pany to 
ond mo 
senior 
The rey 
clared t 
indefinit 
features 
“it look: 
the ver 
done ju 
done.” 


A 


Comn 
Ment tr 
has not 
of the 
the con 
or’ sell 
avoided 
way, H 
erty on 
Rage lo; 
commis. 

Comr 
Manage 
efficient 
the Ker 
Satisfied 
sioner 
sioners 
that th 
Position 








roperly 
“rs that 
ouston, 
ier Ill. 

Alfred 
umruk, 
second 


head of 
tilating 
on also 
former 


‘actions 

Louis 
re been 
the last 
hat he 

votes. 
avor of 
al was 
an ap- 
> Judge 
eal. It 
faction 
" court, 
on has 
riew of 


re will 
actions 
at the 
the or- 
ead of 



























November 20, 1925 





LIFE INSURANCE EDITION 











SAUFLEY DEMANDS A 
CHANGE IN COMPANY 





Kentucky Insurance Commissioner 
Declares Inter-Southern Life 
Must Clean House 





DUFFIN DEFENDS COURSE 


President of the Company Explains the 
Transactions That Were Criticized 
in the Report 





Stockholders of the Inter-Southern 
Life of Louisville postponed until Nov. 
30 the election of new directors to fill 
the vacancies caused by the ousting of 
newly elected directors through the de- 
cision of Federal Judge Dawson. 

A meeting of the stockholders repre- 
senting 420,000 out of 575,000 shares was 
held last week. They listened to state- 
ments read by James R. Duffin, presi- 
dent, and Insurance Commissioner Sauf- 
ley of Kentucky. A committee com- 
posed of W. F. Bradshaw, J. Guthrie 
Coke, Lee Miles, Clark Patterson and 
Ralph M. Barker, members of the stock- 
holders’ protective committee, was ap- 
pointed to confer with the insurance 
commissioners of the states in which the 
company is operating in regard to the 
recommendations recently made by a 
group of five commissioners. The com- 
mittee was charged with determining the 
value of the company’s assets concern- 
ing which there is a dispute between the 
company management and the commis- 
sioners. 


Saufley Demands Change 


Commissioner Saufley boldly stated 
that his department desires to see a 
change in the managerial policy of the 
company. He read the statement of the 
five commissioners in which it was 
charged that reprehensible methods had 
been employed, that sums had been di- 
verted from their proper channels and 
that the directors had been remiss in 
their duties. It also charged that the 
directors permitted an officer of the com- 
pany to pay himself large sums on sec- 
ond mortgages ahead of the company’s 
senior mortgages on certain property. 
The report of the commissioners de- 
clared that the by-laws are vague and 
indefinite and almost without restrictive 
features. The statement was made that 
“it looks as though they were drawn for 
the very purpose of permitting to be 
cate Just what we find to have been 
one, 


Appraisal Now Under Way 


Commissioner Saufley in his state- 
ment to policyholders said that there 
has not been any intention on the part 
of the Kentucky department to throw 
the company in the hands of a receiver 
or sell its insurance, if this can be 
avoided in any legitimate and honorable 
way. He said that the appraisal of prop- 
erty on which the company has mort- 
Bage loans is now being handled by the 
commissioners. 

missioner Saufley said that the 
MaMagement of the company must be 
cient and honest. He declared that 

: Kentucky department is going to be 
Satis with nothing less. Commis- 
sioner Saufley said that the commis- 
sioners of other states had assured him 
that they would stand by him in his 
Position. He declared that the com- 
Pany’s continuation of business in Ken- 
tucky depends not alone on the question 
; its solvency, but equally as well upon 

€ Commissioners’ opinion after exami- 
nation, whether it has exceeded its 
Power or has failed to. comply with any 
= of law, or that its condition is 
uch as to render its further proceedings 





ISSUE HONOR CONTRACT 


—_— 


IS INCREASING ITS CAPITAL 





Builders Mutual Life of Chicago Writes 
$250 Policy With No Medical 
Examination 


President E. E. Rullman of the 
Builders Mutual Life of Chicago states 
that the board of directors having 
authorized the issuance of $25,000 addi- 
tional stock, this will be sold at once on 
the basis of $75 a share, par value $25, 
with his personal guaranty to buy the 
stock at the end of two years at $90 a 
share if the holder wishes to dispose of 
same. With the placing of this addi- 
tional stock the Builders Mutual will 
have a capital of $125,000. 


Honor Contract Is Written 


This company is now issuing what it 
calls an “honor contract” for $250 with 
no medical examination and at one quar- 
ter of the annual premium for $1,000 at 
age of applicant. No copy of the appli- 
cation is contained in the policy and 
it is therefore not part of the contract, 
the Builders Mutual relying on the 
honor of its policyholders who are all 
Masons or members of the families of 
Masons. Each one of these “honor con- 
tracts” has a sight draft for $250 at- 
tached made payable to the beneficiary 
named which will be paid on presenta- 
tion, expected of course to be made only 
after the death of the policyholder. The 
need which often exists for ready cash 
immediately after the death of the head 
of a family is expected to be relieved, 
in part at least, by the quick cash pay- 
ments which contracts of this sort pro- 
vide for. 








hazardous to the public or its policy- 
holders. 


Addresses the Board 


Mr. Saufley then stated frankly that 
unless there is evidence of some radical 
change in management and policy he 
should feel as much justified invoking 
this provision of the law as he would 
the insolvency question, were the finan- 
cial affairs of the company finally shown 
te be in that condition. Speaking to the 
board of directors, he said: 

To make the situation plain and to 
call a spade a spade, you are here to 
elect members of a board of directors. 
The character of the men you select and 
their subsequent actions is going to gov- 
ern in large measure the opinion that 
the department will hold as to the con- 
dition of the company. Puppets who sit 
supinely by and vote as they are told; 
payroll employes on the board who ap- 
parently think more of bowing to the 
powers that be than they do of their 
duties to the policyholders and their 
stockholders, are not the type of men 
that the Kentucky insurance department 
believes should merit the confidence of 
the public, the policyholders or the de- 
partment in the integrity and good faith 
and condition of the company. 


Wants Upright Men 


I have confidence that you men realize 
the responsibility that rests upon you, 
equally as I have tried to realize mine. 
I want to see the Inter-Southern made 
a great and powerful company, an honor 
to the state and a powerful asset to its 
financial structure. I have no ax to 
grind; no interest, no allegiance, no pur- 
pose but to help you and your company 
when I believe you are right and to 
correct you when, in a spirit of an 
honest and unprejudiced judgment, I feel 
you are wrong. I want to see you name 
a board of directors composed of up- 
right, outstanding men of affairs, of un- 
questioned integrity, of real ability and 
experience, and that board to select offi- 
cers of the same type, both board and 
officers men in whom not only you, but 
the entire state, have complete confi- 


dence in their integrity and character. 
Unless this is done, I cannot in respect 
to consciousness of my duty, help you. 
With that, I can join you in lifting the 
Inter-Southern to'still bigger things. 


President Duffin read a statement to 
the stockholders which ‘justified the 





KETTERING TO SPEAK 


TO ADDRESS THE LIFE MEN 





Dayton, O., Underwriters Association 
Arranges for Excellent Features in 
Its Forthcoming Sales Congress 





The Dayton, O., Association of Life 
Underwriters will hold its third annual 
sales congress at the Hotel Gibbons, 
Nov. 20. At the morning session there 
will be about six talks on salesmanship 
and in the afternoon two longer talks, 
one by Charles F. Kettering of the Gen- 
eral Motors Company. Mr. Kettering is 
one of the greatest business speakers in 
the middle west and has just taken 
$1,500,000 additional life insurance. He 
will give a talk on life insurance which 
is expected to be of unusual value. Six 
hundred Daytofi business men have been 
invited to hear his talk and opinions on 
the subject of life insurance. The other 
speaker for the afternoon will be John 
A. Raynolds, assistant vice-president of 
the Detroit Trust Company, who will 
talk on “Wills and Trusts.” The sales 
congress will close with the playlet, 
“The Heart of the Estate.” 


Insurance to Carry on Work 


An interesting feature in connection 
with the $1,500,000 policy taken out re- 
cently by Mr. Kettering is that it is for 
the purpose of carrying on, after his 
death, the experimental work in the auto- 
motive industry which he has begun. 
Beneficiaries in the policy are members 
of a trust group, specially organized, 
who are charged with the responsibility 
of carrying out his plans after his death. 

Mr. Kettering, who is in charge of all 
research work of the General Motors 
Corporation, is regarded as one of the 
outstanding automotive engineers in the 
country. Many improvements in the 
automobile of today, including the self- 
starter, are credited to his genius. 








position of the company in its loans. 
He stated that the entire transactions 
criticized by the commissioners’ com- 
mittee were gone over in full in the 1923 
examination. There were numerous 
hearings at that time. President Duffin 
said that accepting first mortgage bonds 
on property and setting up a trust fund 
of these refunding bonds out of the first 
mortgage issue to clear the title, so 
that the first mortgage bond issue held 
by the company is and will be a first 
mortgage bond issue may or may not 
be a technical violation of the invest- 
ment statutes of Kentucky. In the opin- 
ion of the commissioners, he said, it is a 
violation of the investment statute. He 
said that negotiations are now under 
way for a possible disposition of these 
properties. He said that if these prop- 
erties be sold within a reasonable time 
to outside interests, then the solution of 
this entire matter appears to be at hand. 


Tells About By-Laws 


As to the by-laws, he said the first 
set was written by Helm Bruce, one of 
the greatest lawyers in Kentucky, and 
the second set was written by the board 
of directors, consisting of 23 men. He 
said that the officers have never written 
any by-laws, but have complied with 
those that have been in force. 

There are three items in the assets 
about which there is a dispute between 
the company and the commissioners, 
viz., the home office building, a mort- 
gage at Kansas City and one in Chicago. 
He said that men may differ as to the 
valuation of the home office property, 
but whether it is worth $3,200,000 or 
$3,500,000 does not impair its value as 
an asset. He said that candid men may 
differ as to the valuation of the mort- 
gage loan in Chicago. At any time the 
company can sell the property in Chi- 
cago for more than the. mortgage. The 
mortgage in Kansas City, he said, may 
in the opinion of good men be upon 

(CONTINUED ON PAGE 2) 





INTERESTING HISTORY 
OF RECORD BREAKING 





Results of Contests for Most Ap- 
plications Show Great 
Possibilities 


MONTH AND DAY MARKS 


Remarkable Increases Made in Number 
of Policies Since Beginning of 
Race Last Year 


The record of 690 applications in 27 
days established by Ernest B. Hough- 
ton, manager of the Guardian Life at 
Rochester, N. Y., is the culmination of 
a long series of records established and 
broken. Prior to 1924 the best record 
was that made by the late Harry B. 
Rosen of the New York Life, selling in 
New York City. In September, 1921, he 
wrote and completed 157 cases, which at 
that time was thought to be a limit 
which could be surpassed only by the 
great Harry B. Rosen himself. 

That record stood until H. E. Scott 
of the New York Life at Demopolis, 





ERNEST B. HOUGHTON 


Guardian Life, Rochester, N. Y. 
Ala., had the imagination and energy to 
try to surpass it. In April of 1924 he 
undertook his campaign and succeeded 
in establishing a new record of 176 ap- 
plications in one month, for which he 
was hailed as a new leader. He did hold 
the palm for a time, but the fact that 
he had been able to break Mr. Rosen’s 
record merely awoke others to the pos- 
sibility of unusual production. The 
other record breakers have largely fol- 
lowed Mr. Scott’s method, so that, al- 
though his record of 176 is a far cry 
from the latest of 690, still he must be 
recognized as a pioneer. 


Others Seon Follow 


Mr. Scott was quickly followed by 
others. In June of the same year Arm- 
field H. Hammond of the Cotton States 
Life at Nashville, Tenn., wrote 180 for 
a total volume of $382,000. At the same 
time A. Brooks Worthy, representing 
the Volunteer State Life at Troy, Ala., 
wrote 186 applications for $240,240. The 
third man to achieve prominence in 
June was R. Merritt Vandiver, state 
manager of the Kansas City Life at 
Montgomery, Ala., who wrote 215 ap- 
plications, 165 of which were completed 
with examinations. In a short time 
thereafter the balance of the 213 were 
duly taken care of. In July Dan V. 
Edmundson at Birmingham, Ala., wrote 
209 applications. 


Used Newspaper Advertising 


No further records were reported un- 
til September of 1924, when two new 
marks were established. R. Keith 
Childs of the Mutual Benefit Life at 
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Are You Planning to Move? 


Insurance companies, branch offices, and general 
ts will find a real office home here, whether 
daa wath eels in lane on call eben. 


| 
| 
Location, equipment and service unsurpassed. 
| 
| 


William S. Pye, Manager 


Room 1243 Phone: Franklin 4850 




















MUTUAL TRUST 
LIFE INSURANCE COMPANY 


Of Chicago 


—One Hundred Millions of insurance in force. 

—Purely Mutual. 

—Strictly full level premium legal reserve. 

—Issues regular policies from ages 10 to 65. 

—Writes a special Business and Professional Men's Policy. 
~-Issues a special Ordinary Life with many attractive conversion 


-—Writes Child’s Endowments at all ages. 
—Offers an attractive Income Bond Policy. 
—Grants a new Disability clause, which is a winner. 


For Agency Openings, Address the Home Office, 
The Chicago Temple Building, Chicago, Illinois 
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Timmonsville, S. C., tendered 235 appli- 
cations for $410,000. It seems that this 
is the first campaign in which newspaper 
advertising was used to any great extent. 


Timmonsville is a town of 2,000 people 
in a county having 15,000 population. 
At the same time rl M, Plant, a 


New York Life representative at Stur- 
geon Bay, Wis., was writing 251 appli- 
cations for a total of $276,000. Clarence 
H. Smith of the National Life of Ver- 
mont at Cattaraugus, N. Y., started 
Sept. 15 and conducted his campaign for 
27 working days, ending Oct. 15, writ- 
ing a total of 288 applications, of which 
262 were completed for a total of $372,- 
300. The total gross business for the 
month was $468,300. The outstanding 
feature of his campaign was that every 
policy was paid in advance. 


Record in Big Cities 


The majority of these records had 
been established in small communities 
and it was generally thought that simi- 
lar achievements could not be accom- 
plished in a metropolitan center where 
people did not know each other so well 
or take any interest in helping to put a 
campaign across. To put an end to this 
discussion, Robert A. Brown, represent- 
ing the Pacific Mutual Life at Los An- 
geles, who conducted his campaign in 
October of 1924, reported 274 applica- 
tions of which 268 had been completed. 
Mr. Brown found that his chief handi- 
cap was time lost because of heavy city 
traffic, elevator service and prospects 
being busy with other callers. His busi- 
ness amounted to $747,000 with additions 
running the aggregate to $1,176,531. In 
the same month, I. S. Watson of the 
Lamar Life at Meridian, Miss., wrote 
322 applications of which 287 were com- 
pleted for a total volume of $421,000. 


Got Hearty Support 


In the meantime Nashville, Tenn., 
which had claimed the record in June as 
a result of Mr. Hammond’s work, be- 
came dissatisfied with having the honor 
taken from it, and reclaimed first place 
through the record of Frank M. See of 
the Massachusetts Mutual who was one 
of the company’s general agents there. 
Mr. See wrote 367 applications, 328 of 
which were completed for $467,000 of 
insurance. An interesting sidelight on 
this record is the encouragement which 
Mr. See received from the home office of 
the National Life & Accident, the offi- 
cers of which were so interested that 
they called him up on one occasion and 
told him to come down to the office to 
write up some more of their men. In 
all Mr. See secured 14 applications from 
officials and employes of the National 
Life & Accident. 

About the middle of October, Joe 
Tom Eubanks of the Aetna Life at 
Searcy, Ark., started out to capture the 
honors and succeeded in writing 406 ap- 
plications of which 381 were completed 
with examinations for a total of $420,- 
000. 

Total Mounts Higher 


Mr. Eubanks held the record for the 
remainder of the year, but in January 
of the present year, Harry Glatz, an- 
other Mutual Benefit Life hustler at 
Jamestown, N. Y., astounded the insur- 
ance world with a production of 515 
applications, every one prepaid and ex- 
amined, for a total volume of $578,850. 
At that time it was stated that Mr. Glatz 
had set a new mark to keep the boys 
shooting at for a long time to come. As 
a matter of fact it did stand until April 
when Ray L. Korndorfer, an Aetna 
Life representative connected with the 
Hart & Eubank Agency in New York 
City, succeeded in writing 569 applica- 
tions for a total of well over $1,250,000. 
Mr. Korndorfer gave strong backing to 
Robert A. Brown of the Pacific Mutual 
of Los Angeles in demonstrating that 
records can be made in large cities. 


Mutual Benefit Regains Laurels 


Mr. Korndorfer’s record stood 
throughout the summer. With the be- 
ginning of the fall, however, the Mutual 
Benefit Life once more decided to climb 
back into first place. In fact the Mutual 
Benefit seems determined to stay there, 





DRAFT REVENUE BILL 


NEW INHERITANCE TAX RATES 
Proposed Schedules Would Make Mate. 
rial Reduction in Estate Levy by 
Federal Government 





WASHINGTON, D. C., Nov. 18.—A 
sub-committee of the house ways and 
means committee has drafted a modified 
inheritance tax rate to be incorporated 
in the new revenue bill. The new sched- 
ule contains 20 brackets instead of 15, 
as in the present law, and advances 
more gradually to a maximum of 2% 
percent instead of 40. The subjoined 
table illustrates the differences between 
the old and new tables: 


Rates Present Proposed 
1 percent on first.$ 50,000 $ 50,000 
2 percent to...... 100,000 100,000 
3 percent to...... 150,000 200,000 
4 percent to...... 250,000 400,000 
GB percent tO...020 sceecss 600,000 
6 percent to...... 450,000 800,000 
7 percent t0....62  cesces 1,000,000 
BS MOSCONE COccccce covees 1,500,000 
9 percent to...... 750,000 2,000,000 
10 percent tO...... «seeece 2,500,000 
11 percent tO..cc2e — cesess 3,000,000 
12 percent to...... 1,000,000 3,500,000 
13 percent t0......  ceeses 4,000,000 
14 percent tO...... — sseesss 5,000,000 
15 percent to...... 1,500,000 6,000,000 
16 percent t0...... cesees 7,000,000 
17 percent tO.....60 — cesses 8,000,000 
18 percent to...... 2,000,000 9,000,000 
19 percent €O0.....0  ceccce 10,000,000 
BO mercemt OVER... —§ cceses = cevece 
21 percent to...... 3,000,000 ...e6. 
24 percent to...... 4,000,000 =. cane 
27 percent to...... Bee 8 =— cece 
30 percent to...... 8,000,000 =... nee 
35 percent to...... OS, ae 
40 percent over.... 10,000,000  ...... 





Minnesota Mutual Randall Month 


The Minnesota Mutual Life is using 
some novel ways of stimulating busi- 
ness during “Randall Month,” the an- 
nual December campaign in honor of 
President E. W. Randall. A mail cam- 
paign for December is being planned, 
offering to write without reexamination 
policyholders, who have been examined 
within the past five years, for any 
amount up to $2762. Special campaign 
envelopes and advertising material de- 
scribing the salary continuance policy, 
Christmas remembrance policies will be 
furnished to agents. A Randall testi- 
monial will also be furnished each agent 
on which will appear a place for the 
agent’s photograph and his personally 
written Christmas and birthday greet- 
ings to the president. At the end of the 
month these will be bound into a leather 
volume and presented to Mr. Randall. 








and one wonders if some Mutual Benefit 
representative will not soon make an ef- 
fort to surpass Mr. Houghton’s mark. 
Henry Jacobs, representing the Mutual 
Benefit Life at Wheeling, W. Va., con- 
ducted his campaign between Sept. 14 
and Oct. 13, rolling up a total of 569 
applications. Mr. Jacob held this record 
just one month, however, when all pre- 
vious high marks were swept aside by 
Ernest B. Houghton, Guardian Life 
manager at Rochester, N. Y., who piled 
up 690 applications for $867,300 as his 
contribution to president’s month in 
honor of President Carl Heye of the 
Guardian. 


Houghton Smashes Records 


In 27 working days Mr. Houghton es- 
tablished this mark carrying on his work 
without undue excitement, turning in an 
average of 25 to 30 applications daily 
after he was started. His highest day’s 
record was 117 applications. Little, if 
any, of his business was forced, as 4 
great portion of the cases were “binding 
receipt detached, full premium remitted,” 
which is evidence that he adheres rig- 
idly to the fixed standard of acceptance 
that the Guardian has always main- 
tained. Mr. Houghton’s record is dis- 
couragingly high, Sut at one time insur- 
ance salesmen felt the same about Harry 
B. Rosen’s high mark of 157. There 
seems to be practically no limit to the 
possibilities in this line, and probably 

(CONTINUED ON PAGE 28) 
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ANNOUNCE DATES FOR 
AGENCY CONVENTIONS 





Many Life Companies Will Hold 
Such Gatherings In Next 
Few Months 





JANUARY POPULAR TIME 





Mid-Continent of Oklahoma Will In- 
clude Trip Into Mexico for Its 
Agency Force 





Life company conventions will be 
quite numerous the next few months, 
many of the companies having recently 
announced the dates for their meetings. 

The Mid-Continent Life of Oklahoma 
City will this year hold a most inter- 
esting agents’ convention. Early in 
January the agents and company offi- 
cials will leave Oklahoma City, going 
south through Texas into the Rio 
Grande valley, spending a few days at 
Harlingep, Tex., and from there making 
side trips over into old Mexico, down to 
the Gulf of Mexico and other points of 
interest. 

Pan-American Meets This Week 


The Pan-American Life is holding its 
agency convention Nov. 19-21 at the 
Roosevelt Hotel, New Orleans. 

The Continental Life of Wilmington, 
Del., will hold its annual agency con- 
vention Jan. 5-7 at the home office. 

The Bankers Life of Iowa will hold 
its annual school of instruction or 
agency meeting at the Palace Hotel, 
San Frantisco, 4-6. 

The Grange Life of Lansing, Mich., 
will probably hold its agency meeting 
commencing around the first of April. 


Minnesota Mutual Meeting 


The Minnesota Mutual Life has fixed 
Jan. 25-26 as the dates of its next gen- 
eral agency conference, to be held at 
the home office in St. Paul. 

The Old Line Bankers Life of Lin- 
coln, Neb., will this year hold four sec- 
tional meetings with its agents some 
time between Jan. 15 and Feb. 15. These 
meetings will be held at Lincoln, Kansas 
City, Chicago and Portland, Ore. 

The Kansas City Life will hold no 
general agency meeting during 1926 as 
has been the custom in the past; will 
hold several snfall group meetings in- 
stead. 

Celebrate 20th Anniversary 


The Midwest Life of Lincoln, Neb., 
will be 20 years old in May and will hold 
its next annual agency convention at the 
home office at that time. 

The State Life of Indiana will prob- 
ably hold its 1926 agency convention 
in June somewhere in Colorado. 

The Mutual Life of Baltimore, owing 
to the erection of a new home office 
building, will hold no general conven- 
tion of its agents until after the com- 
pletion of the building. 


Southland Goes toe Biloxi 


The Southland Life of Dallas, Tex., 
will hold its annual agency convention 
at Biloxi, Miss., around the middle of 
January. The officials and agents will 
leave Dallas on a special train about 
200 strong. 

_The National Life & Accident of 
Nashville will hold its annual agency 
Convention some time in January. 


Other Meetings Announced 
The Midland Life of Kansas City will 


hold its annual agency convention at the 
home office the last two days of Feb- 
ruary, 

_ The agents’ convention of the Wiscon- 
a will be held at Madison Jan. 


The annual industrial managers’ con- 
(CONTINUED ON NEXT PAGE) 














“if It Weren’t for Lapses” 


AVEN’T you often figured what a fine margin of income over your 


actual earnings you would have if it weren’t for lapses? 


better off the families of your policyholders! 


some scientific, practical program of conservation? 


How much 


Haven’t you longed for 


Agents working under the American Central Plan are able to place policyholders 
on an immediate and continuous resale program which capitalizes every opportu- 
nity for convincing the policyholder that his original judgment was good. 


This is a part of the Plan. The pre-selection of prospects, the pre-approach, the 
canvass, control of the interview, close, the handling of notes, and a definite resale 
campaign are all parts of this Plan by which successful agents are profession- 
alizing their insurance work and their insurance service. 


We are now operating in twenty-three states, and under certain conditions will 
enter additional states. Details of the American Central Plan and our methods 
of operation will be given gladly to any one interested in considering a connec- 


AMERICAR 
CENTRAL 


tion with us. 





Perhaps the most comprehensive field 
development program in existence today. 

One phase is described in this advertise- 
ment. 





LIFE 


INSURANCE CO. 


INDIANAPOLIS 


ESTABLISHED 1899 


HERBERT M. WOOLLEN, President 





NUMBER SEVEN IN A SERIES OF INFORMATION ADVERTISEMENTS 























CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 


Address 


ERNEST C. MILAIR, Vice-President and Secretary 


George Washington Life Insurance Company 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents. 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 

















O. W. JOHNSON, PRESIDENT 


WANTS: A FIELD ORGANIZER 
CONTRACT—SALARY AND EXPENSES 


WANTS: GENERAL AGENTS AND MANAGERS 
CONTRACT COMMISSIONS OR COMMISSIONS 
AND EXPENSE ALLOWANCE 


Only Men of Experience Whose Records Will Bear the Closest Inspection Will Be Employed 
Address S. W. GOSS, Vice-President, The Rookery, Chicago, Hl. 


THE SECURITY LIFE INSURANCE CO. OF AMERICA 

















THE NATIONAL UNDERWRITER 


November 20, 19; 














Provident Mutual 
Life Insurance Company of Philadelphia 
Pennsylvania Founded 1865 





1865—SIXTY YEARS OLD—1925 


PROVIDENT Agents in their ap- 
proach have the advantage of the 
national advertising of the Company 
which is striking and original, and also 
of a Direct Mail Campaign. 


























Somewhere 
There Is a Man 


wie is a broad visioned, large capacity, 
Agency Manager or perhaps an assist- 
ant securing results, but who feels that the 
possibilities in his present connection are 
limited. 


Such is the type of man one of the best and 
— substantial Old Line Companies wants 
or its 


Agency Manager 


A® the Agency Manager, he will receive 
the utmost of cooperation and backing. 
He will lack nothing that is within the power 
of the Company to provide for the successful 
development of the Agency Organization. 


Unless you have the qualifications outlined 

above, are honest and have a reputation for 

fair dealing, do not apply. This is a big job for 

a big man. If you do believe you qualify, ad- 

yng P-93 Care The National Underwriter to- 
ay. 























STRENGTHENS POSITION 


IS TO INCREASE ITS CAPITAL 





Commonwealth Life of Louisville Stock- 
holders Will Vote on the Resolu- 
tion Adopted by Directors 





LOUISVILLE, KY., Nov. 18.—An- 
nouncement has been made in Louis- 
ville regarding plans to be voted on 
Dec. 10 by stockholders of the Com- 
monwealth Life for increase of capital 
from $1,000,000 to $1,250,000, the in- 
crease having been approved by direc- 
tors who have suggested that present 
stockholders be allowed to subscribe to 
the new stock at $12.50 a share to the 
extent of 25 percent of their present 
holdings. The stock locally is quoted 
at around $42 a share. In March the 
dividend rate was increased from 12 to 
14 percent by declaration of a quarterly 
dividend of 35 cents a share on the cap- 
ital stock, which has a $10 par value. 
Steady increase in earnings have been 
shown by this company, which has 
about $79,000,000 of business in force, 
which will be up to $80,000,000 by the 
first of the year, and about $7,500,000 
in assets, 


All Direct Business 


The plan for increasing the capital 
has been underway for two months or 
more, and was taken up with the state 
insurance department for its approval. 

The Commonwealth has placed all of 
the business on its books by direct 
solicitation, having purchased no com- 
panies or business. Just recently it 
completed construction of a large addi- 
tion to its home. 

The Commonwealth Life has had an 
excellent growth and is well managed. 
It is regarded as one of the sterling 
companies of the south. 





Bank Savings Break Records 


The Bank Savings Life of Topeka 
celebrated its anniversary month by 
breaking all its previous records and 
putting over $1,000,000 of new business 
on its books in October. George Gro- 
gan, actuary for the company, has just 
completed the tabulation of the business 
written in October and found it to be 
an even $1,200,000. The company began 
planning for the special anniversary 
campaign several months ago. It asked 
the Kansas agents to write half the 
business and the agents in the other six 
states in which it is authorized to write 
the other half of the new business. 
Everybody “came through” in fine 
shape. The company is 17 years old 
and is now operating in Kansas, Ohio, 
Pennsylvania, Missouri, Oklahoma, 
Texas and Arkansas. Toward the close 
of the month the agents complained a 
bit because they were unable to get 
out as much as they wanted to because 
of the extremely bad weather and roads 
during the month. The company has 
announced that next year it proposes to 
write $1,000,000 of new business every 
month. 








SETTING CONVENTION DATES 
(CONT'D FROM PRECEDING PAGE) 


ference of the American Bankers Life 
of Chicago will be held at Jacksonville, 
Ill. Dec, 31-Jan. 2. 

The general agency meeting of the 
Agricultural Life of Bay City, Mich., 
will be held in April. 

Next year the Connecticut Mutual 
will probably dispense with its sectional 
agency meetings and will hold one gen- 
eral meeting at the home office in Hart- 
ford about September, after the com- 
pany is thoroughly settled in its new 
home office building. 

The Business Men’s Assurance of 
Kansas City will hold its agency con- 
vention some time in January. 

The Farmers Life of Denver will hold 
its agency meeting some time in Feb- 
ruary. 





BIG GAINS IN ST. LOU} 


COMPANIES HIT FAST Pa 





Notable Growth Registered by Thoy 
That Are Domiciled in Missouri 
Metropolis 





ST. LOUIS, MO., Nov. 19.—St. Louis 
life companies shattered all previous re. 
ords the first nine months of this yer 
when their agency organizations oli 
$173,793,026 in life insurance. This com. 
pares with $167,942,510 sold during th 
same period in 1924. 

The old line life companies in & 
Louis are the. Missouri State, Interna. 
tional, Continental, Central States 
American National, Quick Payment Life 
and St. Louis Mutual Life. On Oct. 
the local companies had in force $1,033. 
248,349 of insurance, an increase of 
$170,031,071 over Oct. 1, 1924. 


Have Made Phenomenal Gains 


The growth of the St. Louis com. 
panies in recent years has been phenonm- 
inal and has attracted wide attention in 
life insurance circles. In 1920 the seven 
St. Louis companies named had $552- 
496,510 of insurance in force and for 
that entire year paid for $195,855,918 
October, November and December are 
always the biggest months of the year 
so far as life insurance sales are con- 
cerned, and it is almost certain that the 
local companies will pay for upwards of 
$250,000,000 of new business and in- 
creases for the year. For actual pro- 
duction it will be the greatest year in 
the history of the companies as the to- 
tal will not include any reinsurance 
deals. Last year two local companies 
took over other companies which greatly 
increased the volume of insurance placed, 
as the insurance in force for the old 
companies was considered as new busi- 
ness by the purchasing companies. 


Missouri State Life 


The Missouri State Life on Oct. 1 had 
$508,682,034 of ordinary insurance in 
force and in addition $70,936,599 of 
group. These figures include restorations 
and additions but not health or accident. 

Since Jan. 1, 1921, the Missouri State 
has increased the amount of insurance in 
force $277,289,829. The number of lives 
insured by this company in five years 
increased 105,000, its assets $30,000,000, 
group insurance in force $58,000,000, 
health and accident insurance premium 
income $439,000, doubled its field forces 
and added five additional stories to its 
home office building. 

The International Life from Jan. 1, 
1921 to Oct. 1, this ‘year, increased its 
insurance in force from $130,628,075 to 
$266,605,950. Its agency organization in 
1920 paid for $44,644,028 while the rec- 
ord for but nine months this year was 
$36,171,272 and it will finish the year 
well above $50,000,000 in paid-for. 

In recent months this company has 
entered several new states and greatly 
enlarged and strengthened its agency 
organization. 


Continental Breaks Record 


The Continental Life broke all of its 
records in October, Melson Honor 
Month, when its agency organization 
wrote approximately $5,500,000, mort 
than $1,000,000 in excess of the previous 
record month. In the first nine months 
of the year its agents paid for $18,374- 
677 compared with $9,406,946 in the 
same period of 1924. On Oct. 1, 1924, 
it had in force $66,582,498 which had 
increased to $80,140,818 on Oct. 1 this 


year. ‘ 

The Central States Life the first nint 
months this year showed an increase 0 
15 percent in business placed and had 
increased its insurance in force from 
$60,030,351 to $66,932,007, an increast 
of 11.50 percent. - 

The St. Louis Mutual, American Na 
tional and Quick Payment Life have ¢®- 
joyed excellent business this year a” 
the complete figures for 1925 will show 
substantial increases over 1924. 
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SOME OF ITS PROBLEMS 


Conference of Members Held in 
Chicago With John M. Hol- 
combe, Jr., Its Manager 


MUCH IS BEING DONE 


New Schedule of Dues Far More Favor- 
able to the Smaller Companies 
Than Flat Rate 


An expression of satisfaction at the 
work of the Life Insurance Sales Re- 
search Bureau was given by its members 
at the annual gathering held this week 
in Chicago. It was voted to put dues on 
a graded basis. This lowers the dues 
for the small companies and increases 





JOHN M. HOLCOMBE, JR. 
Manager Life Insurance Sales Research 
Bureau 
them for the large companies. This 


means, it is hoped, that a great many 
of the smaller companies which have felt 
that a flat rate was unfair will now come 
into the organization. It also means a 
considerable increased revenue for the 
body so that it can go ahead with its 
rather ambitious plan for development 
of educational and statistical facilities. 


Schedule of Dues 


The new dues are so arranged that a 
company with less than $15,000,000 of 
surance in force will pay $300 a year 
now, instead of $500, which in the past 
all companies have paid. The basis for 
measuring the insurance in force will be 
the annual statement of Jan. 1, 1925, for 
dues payable in 1926. Companies with 
up to $30,000,000 in force will pay $400 
a year; $60,000,000, $500 a year; $125,- 
000,000, $600 a year; $250,000,000, $700 a 
year; $500,000,000, $800; $1,000,000, $900, 
and over $1,000,000,000, $1,000. 

Charles Hommeyer of the Union Cen- 
tral Life was chairman of this body. 
After a short introductory speech, in 
which he said that the bureau was en- 
deavoring to do the things which will 
help the agency officers, stating that 
each step taken came as a suggestion 
from a member, he turned the meeting 
over to the manager of the bureau, 
John M. Holcombe, Jr. 

Mr. Holcombe described some of the 
things that the bureau has done and 
some that it hoped to do. Among these 
will be an attempt to get out some ma- 
terial for the education of the life agents. 

far the research has not gone as far 
down the line as the agents. 

C. C. Niles of the bureau gave a re- 
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port on the statistical work. One of 
the new things which has been put out 
in the past year has been the figures on 
lapses. This has been given on a basis 
described as “unintelligible,” but was so 
constructed as to keep the material from 
gaining general publicity. However, 
during the coming year the lapse figures 
will be published on a basis of lapse 
ratio by states. This will give the mem- 
bers a chance to compare their lapse 
ratios in any given territory with the 
general lapse ratio for the territory and 
thus pass fair judgment on the work of 
the agency in that state. This was de- 
cided upon at the meeting this week. 


Territorial Analysis Described 


The territorial analysis was also de- 
scribed. This analyzes territory accord- 
ing to the amount of wealth in it, as 
compared with the rest of the territory 
of the company for which the analysis is 
being made. These special analyses are 
made on a fee basis. A map is made up 
in colors showing the comparative pros- 
perity of the territory. i 
can be made up for the company itself 
showing the results that it is gaining in 


should gain. In other words, the first 
map will show the companies where the 
money is and where the business should 
be written and the second what has been 
accomplished and where they are falling 
down. This is being done now for one 
company on the basis of counties, This 
is a big task, of course, but is considered 
very important. 


Comment on Managers’ Manual 


In his concluding remarks Manager 
Holcombe commented at length on the 
managers’ manual. He said, “Much of 
the time put on training solicitors has 
been wasted because they have been put 
under managers who have not been 
trained in the problems of management. 
We recognize that there is still the place 
for the one man agency in some com- 
panies. In new territory it is neces- 
sary for a man to go in and make his 
own living by personal production. But 
the day of the one man agency is de- 
parting rapidly. There are practically 
no companies that wish to look ahead 
indefinitely and plan on having one man 
agencies. The company naturally wants 
to get organization. We must begin to 
train managers in the problems that face 
them. 


Must Understand Management 


“The Research Bureau has been in 
300 agencies. We have found that the 
agencies where the managers under- 
stand the principles of agency manage- 
ment are very few indeed. Until the 
home offices recognize this problem, the 
agency forces cannot succeed in a big 
way. The managers’ manual atempts 
to give them something to work on— 
facts, instead of hunches. 

“A definite effort should be made to 
get managers to read the manual. They 
will not do so unless special effort is 
made. They will not get results unless 
they read the manual. One company 
sends out a personal letter with the 
manual. In it it says, ‘We should like 
to hear how your experiences differ 
or compare with those given by other 
agencies in the manual.’” An acknowl- 
edgment is asked in all cases. Agents 
are asked to comment on the book. This 
gets a much bigger reply. 


Shepard Gives Views 


Vice-President W. T. Shepard of the 
Lincoln National Life said that it had 
had great success with the use of the 
manual in training one man agencies. 
A number of other superintendents of 
agents testified to the value of the man- 
uals and gave their methods for per- 
suading the agents to study them. 

Three new members were elected to 
the executive committee. They were 
Frank H. Davis, vice president Equitable 
of New York; R. W. Stevens, president 
Illinois Life; James W. Simpson, super- 
intendent of agents Sun Life of Canada. 
These men will succeed Charles Hom- 
meyer of the Union Central Life, A. N. 
Mitchell of Toronto, Can., and R. H. 








Rice of Kansas City, Mo. 


A similar map | 


the territory, as compared with what it | 











LIFE ACCIDENT HEALTH 


1924 shows a material increase in 
ASSETS, SURPLUS and INSUR- 
ANCE IN FORCE. 





Extension in Agency Development 
in Nebraska, Illinois, Arkansas, 
Texas, California, Washington, 
Wyoming, Colorado, Missouri and 
Kansas, with Home Office appoint- 
ments as District Managers make it 
worth while for men who can qual- 
ify with clean records for Districts 
still open in the above territory. 


Address in Confidence 


THE 
LIBERTY LIFE 
INSURANCE COMPANY 


Liberty Life Building 


TOPEKA, KANSAS 








The History of the Liberty Life : 
Is a Record of Promises Kept. 



































AMERICAN LIFE 
REINSURANCE CO. 

















OFFICES 
DALLAS, Home Office Building 
CHICAGO, 29 S. La Salle St. 
Prompt Service From Both Offices 
Maximum Security to Treaty Holders 
A. C. BIGGER FRED D. STRUDELL MORTON BIGGER 
Prenident Vice-President Secretary 
C. W. SIMPSON BERT H. ZAHNER 
Medical Director Chicago Manager 
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Winning 
the 
Game 


E Need the faith to 

make gains, to be- 
come more valuable assets 
to the world, to minister to 
the increasing needs of 
others. It is not a mysteri- 
ous force. It is not blind. 
It is not subtle. It is not 
delusive. It is just believ- 
ing, that in us there are 
the elements that make for 
success, knowing that we 
can put them into practice 
and that we must not be 
shaken by doubts. It is 
useless, however, to travel 
down the turnpike of de- 
sire unless faith is urging 
us to step on the accelera- 

. tor. 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 





Springfield Life Insurance Company 


A Mutua Leoat Reserve Lire INsuURANCE COMPANY 
HOME OFFICE: SPRINGFIELD, ILLINOIS 


AGENTS WANTED 


We offer to Agents who CAN— 

qa) Li first year commissions 
(2) Liberal renewals—thus insuring a permanent income 
(3) Actual—not promised—h office co-operation 
(4) Large actual prospect lists 


Business in Force $80,000,000 

















C. Hubert Anderson, Supt. Agencies A. L. Hereford, President 
“———ai Springheld, Il 


SALES BUREAU GIVES 
STUDY TO NON-MEDICAL 





Only 50 Out of 135 Companies 
Are Using the New 
Plan 


OBJECTIONS ARE LISTED 


Arguments for and Against Analyzed, 
As Well As Practices of 
Companies 





Nonmedical business in the United 
States and Canada was the subject of a 
special report submitted at the annual 
meeting in Chicago of the Life Insur- 
ance Sales Research Bureau this week. 
The report gives a rather elaborate an- 
alysis of the practices of companies writ- 
ing non-medical. Of the 135 companies 
contributing to the summary, 50 write 
nonmedical and 85 do not. Dividing 
them according to size, it is found that 
only one-fourth of the largest com- 
panies write nonmedical, or five out of 


21; in the second grade, more than half, 
or 11 out of 20; in the third grade, 
around 40 percent, or 13 out of 33;; and 
in the class with less than $50,000,000 in 
force, only a third, or 21 out of 60, write 
nonmedical. 

This analysis itself has a keen interest. 
There is the conservatism of the bigger 
companies, in the first class. The second 
undoubtedly includes the larger of the 
young companies, those that are driving 
ahead, that are working in the western 
states and smaller towns and rural dis- 
tricts in conditions approximately those 
where the Canadian companies origin- 
ated nonmedical. In the third and fourth 
classes, where the percentages go down 
again, smaller companies are included 
and it is interesting to note that in the 
fourth class the percentage comes closest 
to that in the first class. 


Arguments in Opposition 


In a chapter on “Background in the 
United States” the arguments for and 
against nonmedical are grouped under 
three headings. It is pointed out that 
there are three interested parties, first, 
the policyholder; second, the agent, and 
third, the company, it being remembered 
that a company is composed of many 
policyholders who have entered on the 
medical plan. 

The arguments in favor of nonmedi- 
cal have been often canvassed, as well 
as considerations that have not been put 
forward as either for or against the plan, 
but merely as things to be taken into 
account. These have included papers 
before actuarial societies, before the 
American Life Convention and in an- 
nouncements by companies or officiais, 
with statements of reasons for adopting 
the method. 


Reasons Against Nonmedical 


Probably there has never been, how- 
ever, a complete statement of reasons 
against the adoption of the nonmedical 
or “selective risk” plan. Therefore the 
statements gathered under the headings 
of policyholder, agent and company and 
against the plan are of especial interest. 
Under the heading of the policy- 
holder and against nonmedical two rea- 
sons are given, as follows: 

“1. Many people are glad to have a 
good physical examination at no ex- 
pense other than the premium. 

“2. Some prospects feel that a com- 
pany which medically examines its risks 
is a safer and therefore a preferable 
company for them to insure in.” 


Opposition from Agents 
From the standpoint of the agent and 


“1, Agents do not want this respong. 
bility. 

“2. They do not want the added wor 
of filling out the necessary blanks. 

“3. Most of them are not sufficiently 
well trained to do their part. 

“4. They will use the absence of ap 
examination as a sales argument despite 
all efforts of the home office to educate 
the agent to sell the policy first and then 
later mention the absence of the medical 
examination. ; 

“5. Carelessness and sometimes fraud 
are encouraged.” 


Company Side Given 


The arguments against nonmedical 
from the company side are given as fol- 
lows: 

“1. Life insurance companies should 
be managed in such a way as to elimin- 
ate all possible risks to their trust funds, 

“2. They have ample and growing op- 
portunity to serve the public along lines 
which have been tried and found wholly 
safe—hence an experiment in a field such 
as this is both unnecessary and unwise. 

“3. It is unfair to the present policy- 
holders to embark on a plan where it is 
reasonable to expect that the elimination 
of one of the established safeguards will 
result in an increased mortality. 

“4. Non-medical business has its con- 
ception not in a purpose to serve but 
on competitive grounds as between com- 
panies. 

“5. The precedent for non-medical 
which its supporters emphasize is based 
on a very brief experience in Canada 
and a longer experience in England, but 
conditions in England are so thoroughly 
different from those obtaining in the 
United States that their experience is of 
little value. Canadian experience, while 
based on conditions more similar to 
those in the United States, is as yet too 
brief to be of any great value.” 


Favorable Arguments Given 


The reasons in favor of nonmedical 
are given in a sepait at considerable 
length, but are more or less familiar to 
life men. 

A separate chapter is given to the ex- 
perience in Canada, beginning with a 
list of reasons named by the Canadian 
companies for entering this field. The 
reasons, listed in order of frequency 
with which they were given by the Can- 
adian companies in their replies to the 
inquiries of the Sales Research Bureau 
are as follows: 

“1. Difficulty of obtaining 
examinations. 

“2. Competition. 

“3. Cost of medical examination raised 
in some sections. 

“4. To assist agents in rural districts. 

“5. To obtain saving by eliminating 
medical fee. 

“6. Belief in soundness of non-medical 
practice.” 

It is observable that these are rea- 
sons for taking up the line and not for 
or against it on principle. 


medical 


Lincoln National Business 


The Lincoln National Life, interro- 
gated about business conditions and 
lapses for the last four months, reports 
as follows: 

“Our business during the past five 
months has been all gains, as follows: 
June, 12.8; July, 41.7; August, 4.6; Sep- 
tember, 20.5; October, 16.7. The gain 
for the 10 months has been 12.9 per- 
cent. 

“Our paid-for business through Octo- 
ber was over $107,000,000, the paid-for 
for October alone being $12,000,000, 
which was the second best month in the 
history of the company, the best pre- 
vious month being December, 1924, 
which was $12,500,000. Our paid-for 
business for the year will be well over 
$130,000,000 as compared with $115, 
000,000 for last year. 

“The lapse raté of all companies has 
been heavy since 1921. Our lapse rate 
has been constantly high since that time 
without any apparent diminution until 
July of this year, since which time the 





against nonmedical it is claimed: 








lapse rate has decreased one-fifth.” 
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STABILIZER OF CREDIT 


LIFE INSURANCE BIG FACTOR 
Aetna Life General Agent at Lincoln 
Tells Credit Men Why They Should 
Take It Into Consideration 





LINCOLN, NEB., Nov. 19.—The 
Lincoln Credit Men’s Association voted 
endorsement of a talk made to it at its 
recent meeting by M. L. Palmer, gen- 
eral agent for the Aetna Life, who pre- 
sented the importance of life insurance 
as a basis of credit. 

Mr. Palmer suggested that credit men 
gave consideration to physical assets 
behind the man asking credits out of 
proportion to their value for credit rat- 
ing purposes. More important than his 
habits or financial worth in determining 
whether a man will remain a good 
credit risk is the question of whether 
he is looking ahead and planning for 
those emergencies that are certain to 
come in any line of business. 


Shows Man’s Mental Attitude 


It is important to know whether he 
carries life insurance, how much, how 
long he has had it, in what companies, 
kind of policy and _ beneficiary. It is im- 
portant that he should carry life insur- 
ance, as it adds to his financial strength, 
but it is vastly more important in show- 
ing what is his mental attitude and his 
vision. 

“A man’s reputation and character are 
judged more by what he actually does 
than by what he says,” said Mr. Pal- 
mer. “The taking out of life insurance 
is indicative of forethought, caution and 
prudence. It indicates the type of. man 
who assumes responsibilities and pre- 
pares for emergencies, a type of man 
whose promises are worth something 
and can be depended upon, and one who 
will ask for no more credit than he is 
entitled to receive.” 


Would 


Mr. Palmer pointed out that many 
bankers were insistent upon knowing 
how much life insurance a man asking 
for credit carries, because they know 
that partnership and corporation insur- 
ance stabilize their loans. Life insur- 
ance men need the aid of credit men in 
convincing a healthy, aggressive busi- 
ness man who feels that he can use the 
premiums to better advantage in his 
business of the value of partnership in- 
surance. 

In the back of every business man’s 
mind there is the desire to stabilize his 
business, to put it on such a sound foot- 
ing that it may successfully continue 
when he passes out or grows too old for 
active management. Life insurance pro- 
vides for the great emergency, as if he 
passes out it creates a sinking fund for 
his old age retirement, if he lives, and in 
the meantime it adds to his credit in 
conducting his business and gives him 
that peace of mind necessary to preserve 
his health and strength to successfully 


conduct his business during his active 
period. 


Stabilize Business 


Fraternal Leader’s Change 


George R. Allen of Kansas City, Kan., 
has joined the legal staff of the Security 
Benefit of Topeka, one of the largest 
Iraternals in the country. He has been 
named a member of the national execu- 
tive committee, taking the place of 
John M. Doyle of Lincoln, Neb. Mr. 
Allen has been a specialist in fraternal 
msurance for many years. While a 
member of the legislature he secured 
the enactment of the juvenile insurance 
law and also the amendment to the fra- 
ternal msurance act which authorized 
these societies to establish homes and 
hospitals for orphan, aged and indigent 
members. For some years Mr. Allen has 

en general attorney for the Fraternal 
th mon, a member of the board of 

¢ Mystic Workers and secretary of the 
aw department of the National Fra- 
ternal Congress. : 





SMALL LIFE POLICIE 


SHOW THE GREATEST PROFIT 
General Agent Says Business of Small 
Buyer Is Easiest to Secure and 
Most Satisfactory 





NEW YORK, Nov. 19.—Before a life 
insurance salesman has been in the busi- 








| 


years. While it is estimated that the 
average business life in this profession 
for an agent is but eight or ten years, 
nevertheless, he points out, the agent 
must build for the future, and it is with 
this understanding that the small policy 
is the best and most profitable for the 
average agent to sell. 
More Prospects for Him 


“In the first place,” the general agent 


| . 
declared, “there are innumerably more 


ness for any great length of time, a suc- | 


cessful general agent declares, he will 
find himself face to face with this prob- 
lem: Shall I seek out the prospects for 
the large policies, or shall I confine my 
greatest efforts to the man of medium or 
small means, and be content to serve 
that class as best I can, with the ac- 
companying compensation? 


Two Widely Divergent Answers 


There are several ways in which this 
question can be answered, this agent de- 
clared, and while two widely divergent 
answers may be given, this general 
agent, who has been successful in build- 
ing up a large and profitable business, 
feels that the small policy is the one 
which shows the greatest profit and the 
best results, especially over a period of 


| prospects for the agent who is trying 


to sell policies in the amount of $1,000 
to $5,000. The prospect for a small 
policy is infinitely easier to approach 


| and talk to than the prospect for $50,000 





or $100,000. There are two main rea- 
sons for the small buyer taking insur- 
ance: he buys it for protection and in- 
vestment, while the large policyholder 
is seeking protection only as a rule, and 
he buys either term or ordinary life. The 
small buyer gets his insurance in the 
shape of endowment or limited pay- 
ment life, with a resultant higher pre- 
mium., 

“The man buying the small 
has the thrift idea firmly embodied in 
his makeup as a rule, and is more likely 
to carry out his obligations, so that 
the policy is less liable to lapse and he 
is less apt to make loans on it for specu- 
lative purposes. Except in times of poor 


policy | 





9 


employment conditions, he has a regu- 
lar salary and is seldom so hard up that 
he must use the cash surrender or loan 
value of his policy to see him through. 


Insures His Own Income 


“Then, too, if he should lose one pol- 
icyholder through death or through 
lapse, or any other reason, he still has 
a number of others to depend upon for 
renewals and additional sales. Having 
sold a small policy, the agent has far 
more chances of getting additional in- 
surance from the same prospect than he 


| has from a man to whom an excessively 


large policy has beeh sold. 

“The agent catering to small policy- 
holders will have less trouble with other 
agents trying to twist his policies. He 
can talk to them plainer as a rule, than 
he can with the man needing $100,000 
insurance, even after the policy has 
been sold, and is usually in a better 
position to ~ive him service.” 


Cash Surrender Decision 


NEW YORK, Nov. 19.—In a litigated 
case in this state the referee held that 
while creditors of a bankrupt are en- 
titled to the cash surrender value of life 
policies they cannot recover upon poli- 
cies in which the wife and children are 
named as beneficiaries. 





55 MILLION OF LIFE INSURANCE IN FORCE 





Mutual Company. 
Over 20 Years Old. 


Insurance 
5 years. 


over $1,000,000.00. 
Assets of $5,450,000.00. 


size. 


eral. 





in force doubled 


Premium Income 1925 more than total 
collected during first ten years. 


Paid in death claims, $1,125,000.00. 
Paid in Dividends to Policy Holders, 


This Strictly Mutual Company in- 
dulges in no experiments. 
Service and Safety are paramount to 


Why You Should 


Consider Representing 
this Company in lowa 
Des Moines 


in last 


Quality, 


Efficient and Economically managed, 
with a record unequaled for high an- 
nual Dividends, and low net cost. 


Policies are progressive, fair and lib- 
Claims are paid promptly. 


Indianapolis, Indiana 


Manager Wanted! 


or we will give a direct dis- 
trict agency contract in 
other smaller cities. 


Qualifications: Must be a 
live wire, under 40 years of 
age, honest, capable, and 
with a proven record. 


FRANK P. MANLY, Pres., 


The Indianapolis Life Insurance Co. 


OOOO 


for territory 


Sioux City 
Davenport 
Cedar Rapids 


Address 


or 


JOE C. CAPERTON, 
Agency Manager 





CONTRACT DIRECT WITH HOME OFFICE 
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NON-MEDICAL 


WE WRITE NON-MEDICAL 


BECAUSE it enables our representa- 
tives to close more business in less 
time. 


Non-Medical is now a characteristic 
and important part of West Coast 
Service in all our continental territory 
except those States where an exam- 
ination is required by law. 


West Coast Lire 


INSURANCE COMPANY 
HOME OFFICE -SAN FRANCISCO 


Me 


The only company on the Coast carrying Group Insurance = Jf 
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Satisfaction 


There is a sense of satisfaction in represent- 
ing a Company which has long been known as the 
“Policyholders’ Company” because of satisfactory 
service to its members for a period of eighty years. 


The 


Mutual Benefit Life Insurance Co. 


Organized 1845 
Newark, N. J. 
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AMERICAN NATIONAL 
INSURANCE COMPANY 


Galveston, Texas 


Shearn Moody 
Vice-President 


W. J. Shaw 


W. L. Moody, Jr. 
Secretary 


President 





Substantial increases every year 


Ordinary and Industrial 
Life Insurance In Force 


June 30th, 1925 
$269,479,554.00 


ASSETS 
$21,606,568.43 


Good Territory in Twenty-Three States, 
the Republic of Cuba and Hawaii 
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SOME RECENT COURT 


DECISIONS IN 


THE FIELD OF LIFE INSURANCE 





Accumulated Surplus of Life Policy 
Used to Purchase Additional Insurance 
Held to Become Part of Original Pol- 
icy. Where Insurance Policies Were 
Canceled for Nonpayment of Loan Held 
Interest of Insured and Beneficiary 
Were Extinguished.—In Davis vs. Equi- 
table Life of New York, Springfield 
court of appeals (Mo.), 275 S. W. 353, 
the company issued two life policies in 
the sums of $1,000 and $2,000 respec- 
tively, on the life of William J. Davis. 
These were participating policies and 
fully paid up after the expiration of 20 
years. 

When the policies were fully paid up 
the insured elected under the policies to 
continue the insurance and with the 
accumulated surplus purchased addi- 
tional non-participating insurance. On 
the $1,000 policy this additional insur- 
ance amounted to $351, and on the $2,- 
000 policy it amounted to $702. ; 

Following this election of the insured 
he secured a loan from the company for 
the full value permitted under the poli- 
cies. This loan agreement provided in 
part as follows: “In the event of de- 
fault in the repayment of said loan upon 
the date hereinbefore mentioned, the 
party of the first part is hereby fully 
authorized and empowered, without no- 
tice and without demand for payment by 
the party of the second part, to cancel 
said policy and to apply the cash sur- 
render value of such cancellation to the 
payment of said loan and unpaid inter- 
est. Should surrender value of said pol- 


icy exceed the amount of above loan | 


with interest thereon after such default 
at 6 percent per annum, then in that 
case the excess value above the loan 
and interest shall be due and payable to 
the legal owner or owners of the policy 
on demand.” 

Company Cancels Policies 


The loan was not repaid when due 


and when the cash surrender value of | 


the policies, including the additional in- 
surance, equalled the amount due on the 
leans, the company paid the loans in 
accordance with the loan agreement set 
out above, and canceled the policies. 

Following this the insured died, and 
the plaintiff, the beneficiary, brought the 
instant action on the policies. This ac- 
tion was based on the Missouri statute 
which provided what should be done 
after a policy had become non-forfeit- 
able, and .~ default in the payment of 
premiums occurred. Under this statute 
the plaintiff took the position that a re- 
covery should be allowed for the amount 
of the paid-up insurance, less the sum 
of the loan. In holding that the statute 
in question did not apply to the situa- 
tion in this case involving a fully paid- 
up policy the court said: 

_“This statute by its terms only pro- 
vides what shall be done when the pol- 
icy becomes nonforfeitable and pre- 
miums shall thereafter become due and 
shall not be paid; it has no provision 
which applies to any other condition. 
It is clear to us that, in the absence of 
any statutory provision, the parties could 
make any sort of contract in relation to 
the insurance that they should see fit 
to make. This statute was enacted for 
the protection of one class of persons 
only, and that is those persons who have 
paid a sufficient number of premiums to 
render their policies nonforfeitable, and 
shall thereafter fail to make their pre- 
mium payments as they become due. 

“It makes no mention of, and, clearly, 
car have no application to, a policy that 
is fully paid up so that there will be no 
more premiums to be paid, because, in 
that situation, there could not in the 
very nature of things be any premiums 
that could come due and be not paid 
and it is the fact that premiums come 
due and are not paid that makes the 
statute applicable. It seems to us too 
clear for argument that the statute 
sought to be invoked in this case has no 
application and could not be considered 


in determining the rights of the Parties 
under the conceded facts in this cag’ 


Held Part of Original Policy 


The plaintiff further contended thy 
the additional insurance purchased }y 
the accumulated surplus was not jp. 
cluded in the assignments of the policig 
in the loan contract. In reviewing th 
record and denying this contention th 
| court said: 

“It seems clear to us that when th 
insured elected at the end of the y 
years to purchase additional insurang 
with the accumulated surplus earned by 
the policies, that the additional insurang 
became a part of the original policy 
and a pledge of the policy, without spe. 
cifically naming the additional insy. 
ance, carried the addition with it. 

“The insured got full value for hi 
policies when his debt to the company 
was paid, and we are of the opinion tha 
on the conceded facts shown in this 
record the cancellation of the policies 
by the company was done in strict com- 
pliance with the loan contract, and al 
interest of the assured and the bene 
ficiary in the policies, including the ad- 
ditions made thereto, was extinguished 

* * * 

When Insurance Company Liabk 
Though Initial Premium Has Not Been 
Fully Paid—An insurance company is- 
sued a policy on the life of one Sweet 
payable to a lumber company. The 
annual premium was paid partly in cash 
and partly in two notes, each containing 
a stipulation that it was for pert 
ment of the premium of the policy, 
which was pledged as security for the 
notes, and further providing that in de- 
fault in payment of either note at ma- 
turity, the policy should cease to be in 
force. A receipt for the cash payment 
contained similar provisions. The first 
| note was paid, but before its payment 
| or default in payment of the second note, 
the lumber company assigned its inter- 
est to the Clinchfield Coal Company as 
security for a certain indebtedness. The 
assignment was duly made and filed in 
the office of the insurance company, and 
the policy delivered to the coal com- 
pany. The policy stated that the first 
annual premium had been paid and pol- 
icy and application constituted the en- 
tire contract. Held that the coal com- 
pany was entitled to recovery, since i! 
had taken assignment of policy relying 
on the statements therein contained 
New England Mutual Life Co. vs. 
Clinchfield Coal Co. U.S. C. C. A. 4th 
Circuit. Decided Oct. 20. 

2 2 

Failure to Give Notice of Disability 
as Required by the Terms of the Policy 
Held to Preclude Recovery Thereon— 
In Illinois Bankers’ Life vs. Byassee, 
Supreme Court of Arkansas, 275 S. W. 
519, the company issued a policy for 
$2,000. The policy also provided that m 
case the insured became permanently 
and totally disabled as the result of ac- 
cident or disease, one half of its face 
value would be paid. 

The policy in addition referred to the 
by-laws of the association and made 
them a part of the contract. The by- 
laws provided that in case of the death 
or disability of the insured notice should 
be given within 90 days, and a failure to 
comply with this stipulation would for- 
feit the benefits of the policy. . 

The insured failed to pay the premium 
due in January, 1921, and the policy 
lapsed. Thereafter in August, 1921, the 
insured died. Following the lapse ® 
the policy in January, 1921, there was 
no communication between the company 
or any one else with reference to the 
policy until July 5, 1923. At this time 
a claim was filed with the company ™ 
which it was set up that the insured 
had become totally and permanently 
disabled prior to January 1921, when the 
olicy lapsed. 

5 The } ~ nll denied liability, and the 
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action was brought to recover one-half 
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of the face value on the ground of the 
jisability of the insured prior to the 
se of the policy. In holding that 
there Could be no recovery in view of the 
failure to make proof of loss as required 
py the terms of the policy the court 
said: 
a What the Court Held 





“Counsel for appellant contend that 
the two-year incontestable clause in the 
policy excludes the defense of failure to 
furnish proof of loss. Not so. That 
clause has no application to the require- 
ment for furnishing proof of loss. The 
defense of failure to make proof of loss 
under the*policy is not a contest of the 
policy itself, but it is an assertion by 
way of defense of a failure to perform 
a condition precedent to recovery. 

“Tt is, as before stated, conceded that 
there is no liability under this policy on 
a death claim—in fact, the suit was not 
brought to recover on that feature of 
the policy—and, according to the undis- 
puted evidence in the case, the right to 
recover on the total disability claim is 
barred by failure to make proof of loss.” 
“st 


Judicial Construction of the Term 
“Sound Health” as Employed in Life 
Insurance Contracts.—In National Life 
& Accident vs. Smith, court of appeals 
of Georgia, 129 S. E. 113, the company 
contested the payment of a life policy 
on the grounds that the insured was not 
in sound health at the time of the issu- 
ance of the policy as required by the 
latter’s terms. 

The trial of the cause resulted in a 
judgment in favor of the plaintiff, the 
beneficiary, and the company appealed 
The higher court in defining the term 
“sound health” quoted from the instruc- 
tions given by the trial court to the 
jury, as follows: 

“If the insured enjoyed such health 
and strength as to justify the reason- 
able belief that she is free from de- 
rangement of organic functions, or free 
from symptoms calculated to cause rea- 
sonable apprehension of such derange- 
ment, and to ordinary observation and 
to outward appearance her health is 
reasonably such that she may with with 
ordinary safety be insured and upon 
ordinary terms, the requirement of 
good health is satisfied. * * * The 
term ‘sound health’ or ‘good health,’ 
used in a policy, means that the appli- 
cant has no grave impairment or seri- 
ous disease, and is free from any ail- 
ment that seriously affects the general 
soundness and healthfulness of the sys- 
tem.” 

Following the above statement, the 
court in reviewing the record and af- 
firming the judgment said:: 

“This being a suit to recover by the 
beneficiary under a life insurance policy, 
which was defended upon the ground 
that the insured at the time of the issu- 
ance of the policy was not in sound 
health, and that she, in her application 
for insurance, made false and fraudulent 
representations as to her physical con- 
dition, thereby fraudulently inducing the 
msurer to issue the policy, and it ap- 
pearing from the evidence that the jury 
was authorized to find that the insured 
was in sound health at the time of the 
issuance of the policy and did not make 
the false and fraudulent statements as 
alleged, the verdict for the plaintiff was 
authorized.” 


Insurance Federation Meeting 


The annual meeting of the Insurance 
Federation of America will be held at a 
dinner at the Hotel Astor in New York 
Dec. 1. There will be a meeting of the 
trustees, officers and advisory commit- 
tee in the afternoon. The business 
Session will be held in the evening. 
George I. Webb of Chicago is president 
of the organization. During the week 
of Nov. 30 there will be a number of 
meetings in New York which will call 
msurance men to that city, they being 
the annual meeting of the Association 
of Life Insurance Counsel, Dec. 2; As- 
sociation of Life Insurance Presidents, 

c. 3-4; Casualty Information Clearing 
House, Dec. 4. In addition there will 
be a number of other conferences. 
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JAMES W. STEVENS, Founder 


‘7 CANNOT leave this auspicious 
gathering without expressing my 
sincere appreciation of your 

greeting, my hope in the success of 

your enterprise and my conviction 
that here you are erecting an edifice 
dedicated to thrift and good citizen- 
ship. Such work as this lays the foun- 
dations of thrift and providence, incul- 
cates habits of saving and develops the 
Christian citizenship which is the hope 
of the country. I am convinced that 
the Illinois Life and the other life in- 
surance companies are not only pro- 
viding insurance for the family but 
insurance for good citizenship, 
and I wish you Godspeed 
in your enterprise.” 





From the address of Carvin Cooripce of the 
Cerner Stone Laying Ceremonies, Lilinois 
Life Building, August $, 1922. 


Illinois Life Insurance Co. 


CHICAGO 
JAMES W. STEVENS, Founder 


Greatest Illinois Company 
1212 Lake Shore Drive 


The Illinois Life is The Dean of the Illinois Legal Reserve Companies 
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WHAT EVERY LIFE UNDERWRITER 
SHOULD KNOW ABOUT HIS FINANCES 





By WALTER E. WEBB 
Vice-President National Life U. 8. A. 


VERY life underwriter should know 
E that if he does not acquire, foster 
— and encourage money sense in 
himself, he may, and probably will, find 
himself in the same distressing predica- 
ment he forecasts for those who do not 
sign on the dotted line. This is espe- 
cially true because, like the lawyer and 
physician, when he stops work the in- 
come stops. Money sense is knowing 
what to do with a dollar and doing it. 
It is too bad, but true, that the getting, 
keeping and adding to, of money is the 
determining factor in the career which 
achieves success. I don’t mean wealth. 
I mean the getting of sufficient money 
to meet daily requirements, the keeping 
of enough of it to meet unforeseen con- 


tingencies, the adding to it of enough. 


to provide for one’s own old age and 
dependents after his death. 


Must Make Provision 


Theodore Roosevelt once said in effect 
that he had no use for the mere dollar 
chaser, but he had no use either for 
the man who did not apply himself 
wholeheartedly to the task of earning 
money sufficient for his own needs, those 
of his family while he lived, and after 
his death, before turning any great por- 
tion of his time and thought to other 
things. This is very sound doctrine. 
The life underwriter should take it to 
heart. Its adoption offers a solution to 
the problem which few men, let alone 
life underwriters, have successfully met. 

To negotiate one’s way through a 
business life, finishing with enough 
money for old age and to care for one’s 
family later, is a man sized job and 
cannot be accomplished without money 
sense. The only time we seem to feel 
the value of money and the joy of hav- 
ing it is when we are letting go of it— 
for a car, clothes, food, theatres, golf— 
or something else yielding a thrill com- 
pletely outrunning the satisfaction of 
the mere possession of money without 
any action. To be sure, there are times 
when expenditure is good money sense, 
but generally it is the ability to hold on. 


Problem Facing Underwriter 


The life underwriter confronts a most 
unusual problem when he approaches 
the matter of money. To begin with 
he is an optimist, and we rarely, if ever, 
find optimism an outstanding character- 
istic in the thrifty. The life underwriter 
ofttimes spends years and years mak- 
ing $300 per month in the life insur- 
ance business, not because he is satis- 
fied with the $300, but because he is 
satisfied, believes and expects to make 
$1,000 or $2,000 per month. 

Within 30 days, for example, an un- 
derwriter may close $100,000 of business 
—and actually collect $2,000 in com- 


missions. Being an optimist he promptly 
does several things: He forgets that 
for some months he has done little or 
no business; he buys himself, wife and 
children all the clothes they have been 
needing during some months of slim in- 
come; he adjusts his living, not to a 
scale fixed after spreading the $2,000 
over the months of slow money to strike 
an average, but to the basis of about 
$2,000 per month. 


Accumulates No Reserve 


He lays nothing by during the slim 
production months because he has noth- 
ing left over; he lays nothing by of the 
$2,000 because he has to catch up on 
past due needs, and adjust his ex- 
penses up to conform to his new basis 
of enlarged income. And so it goes, 
a rather precarious existence, feast or 
famine, chicken or bones, Packard or 
flivver. I'll wager eight out of ten 
big producers will proclaim that they 
have gone through just such cycles in 
their careers. 

Because of the optimism of the sales- 
man (a very necessary attribute, since 
you cannot get an order if you do not 
believe it before you get it) and the ir- 
regularity of income, the life under- 
writer must indeed call forth his utmost 
strength, to manage successfully his 
financial affairs. 


Is Fed Optimism 


Optimism not only predominates in 
the personality of the underwriter sales- 
man, but it is fed in large portions by 
his supervisors. The air castles built 
at and as a result of Monday morning 
meetings would dwarf the New York 
skyline to the dimensions of a Dakota 
cow-town. And the applications that 
are written in the minds of the under- 
writers under the magic spell. of Mon- 
day morning pep would look like a snow 
storm on the Matterhorn. 


Wants Money at Once 


Now optimism is nothing more nor less 
than cheerful anticipation. And what is 
more cheerfully anticipated than a large 
income? So when the underwriter’s 
optimism gains momentum, it does not 
stop at the mere anticipation of business 
written, it goes on to the very commis- 
sions. He wants the money he is going 
to earn and wants it right away, after 
the Monday morning meeting. All of 
which is bad, not only for the under- 
writer, but for the general agent or 
agency manager. The underwriter who 
is told bv a convincing manager that he 
can get what he goes after believes it. 
So his thoughts naturally turn to the 
exchequer of the manager who so freely 
enlarges on his capabilities. In the days 





when the writer’s thoughts ran quite 


true to form, the result of these cogi- 
tations was the putting of the “bee” on 
the boss for a small loan against the 
business the manager said the agent 
could easily write anytime he went after 
it, which, of course, he would do right 
away, as soon as the manager gave him 
the money he was going out to make. 

Nowadays, the eminent psychologists 
would define this attitude as an advance 
complex. Any way it is labelled, it is the 
thing that put the gray in the hair of the 
agency manager and made the red ink 
in his home office account resemble the 
Chicago fire. 


Was Expensive Proposition 


Just as an aside, we here find the 
explanation for the silence which crept 
into the personalities of old time man- 
agers. They learned their lessons. It 
isn’t that they cannot talk as well as 
ever. They just don’t dare to; it was 
too expensive. The observing general 
agent or manager found that the more 
and better he talked on Monday morn- 
ing, the more it cost him. A manager 
might say he made a poor talk to the 
boys, because he was called upon later 
for only $500. Or he might say he 
talked ten men into $500,000 producers, 
and himself out of $5,000. A brilliant 
speaker of great inspirational ability 
might pep his men up so well that he’d 
go broke meeting their optimistic and 
cheerful anticipation of earnings. In 
other words, the size of his bank roll 
at noon would be in inverse ratio to the 
effectiveness of his inspirational talk at 
the meeting. Fortunately for all con- 
cerned, this old advance system has been 
relegated to the scrap heap. 


Live Within Income 


What is the answer to the financial 
problem of the underwriter today? Here 
it is: He must not become tipsy on his 
own wine of enthusiasm. He must 
realize the truths driven home to the 
prospect, and their application to him- 
self. He must be hard on _ himself 
financially. He must live on what he 
actually makes, not on what he hopes to 
make. He must next carry adequate life 
insurance for his dependents. He must 
then establish a reserve. This should be 
a fund created out of a portion of first 
year commissions and renewal commis- 
sions. It should not go into the regular 
bank account. It should go into a sav- 
ings account at a bank or in the trust 
care of the;manager. This should be a 
reserve for contingencies, dull months, 
we all have them when everything is 
going out and nothing coming in. 


Lay Aside a Reserve 


When this reserve fund is sufficiently 
large to permit of it, the underwriter 
should take a portion and apply it on the 
purchase of a sound bond or buy Liberty 
bonds outright in $100 or $500 denomi- 
nations. This would be surplus, set 
aside and forgotten. This same process 
should be followed on through. After a 
sizeable surplus has been established in 





the form of safe and conservative bonds, 





OVER FOUR HUNDRED MILLION INSURANCE IN FORCE. 


THE WESTERN AND SOUTHERN HAS MORE THAN DOUBLED ITS AMOUNT 
OF INSURANCE IN FORCE DURING THE LAST FIVE YEARS. 


AMBITIOUS, FORWARD LOOKING MEN, WHO ARE CONSIDERING THE LIFE 
INSURANCE PROFESSION AS A CAREER, ARE INVITED TO GET IN TOUCH 
WITH THIS FAST GROWING LIFE INSURANCE GIANT. 


CALL AT OUR NEAREST DISTRICT OFFICE OR WRITE TO 


a small sum may be accumulated ang 
used for slightly speculative enterprises 
but only a very small nart of the whok 

Above all, the underwriter shoul 
never increase his fixed charges, or ad. 
just his living as a whole, more ofte, 
than once a year. This should be, 
cardinal principle. Far better live o 
much less than the monthly average ip. 
come, accumulate a reserve and then 
surplus, than to live on more than the 
average income and need to borroy 
money or owe bills. Incomes shrink 
swiftly; expenses come down slowly. 

No Small Undertaking 

This is all simple enough. But itis 
the doing of it that constitutes the 
whole money sense. Nobody will do it 
for you; you must do it yourself. It js 
not easy. It is, however, one of the 
most interesting and inspiring achieve. 
ments of a man’s business life to come 
to stand on his own financial feet first 
and then to face the future with enough 
reserve and surplus to meet the unfore- 
seen contingencies which demand money, 
It is what all men, at heart, wish to do, 

The best and most successful under- 
writers today (not necessarily the big- 
gest) are they who are doing this very 
thing. They are successful because they 
carry to their prospects a real solution 
to the hardest problem of daily existence. 
Having met the issue themselves their 
presentation carries with it the convic- 
tion that only results from actual accom- 
plishment. 

Considered in Promotions 


The man who can successfully man- 
age his own personal financial affairs 
places himself directly in the way of 
greater responsibilities in his business. 
The biggest agency executives in_ this 
country, men like K. A. Luther of the 
Aetna, H. H. Armstrong of the Trav- 
elers, and Robert D. Lay, of our own 
company, are men who for years em- 
phasized the importance of this factor 
in considering the promotion of a field 
man to a position involving greater re- 
sponsibilities and income. 

Budget your expenses first. Live 
within your income. Carry adequate 
life insurance. Establish a reserve. Cre- 
ate a surplus. Don’t adjust your fixed 
charges up more often than once a year. 
This practice will form the cornerstone 
of a worth while business career. 

Atlantic Life’s Annual Banquet 

Practically all home office employes of 
the Atlantic Life attended the sixth an- 
nual banquet of the company last week. 
Among the speakers were Edmund 
Strudwick, president of the company; I. 

. Marcuse, former president of the 
Richmond Chamber of Commerce; Col. 
Joseph Button, commissioner of insur- 
ance; and Angus O. Swink, Virginia 
manager of the company, who paid for 
more than a million of personal business 
last year, while his agency = for 
approximately $10,000,000. dmund 
Strudwick, Jr., vice-president, officiated 
as toastmaster. A ten-year service pil 





was awarded to Dr. Frank P. Righter. 


The Western and Southern Life Insurance Company 


HOME OFFICE: CINCINNATI, OHIO 
W. J. Williams, President 
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ul CHANGES IN DISABILITY POLICIES es Sree Ne 


Brief Review of News About Policies, Riders and Rates, Which Are Given 
in Full in the Policy Analysis Section of The A & H Bulletins, Published 
Monthly by The National 
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Underwriter Company. 


What Price Income! 








EUREKA CASUALTY 


A new hospital indemnity policy has 
been placed on the market by the 
Eureka Casualty of Los Angeles, which 
provides payment of hospital confine- 
ment, expense of graduate nurse while 
so confined; or if ill or injured and con- 
fined at home it pays cost of nurse, also 
including surgeon fees for major and 
minor operations up to $300. The pro- 
yision for hospital expenses includes all 
charges for room, board, medicines, use 
of operating room, anaesthetics, labor- 
atory and X-ray examinations. The pol- 
icy pays from the first day and is effec- 
tive at once for injuries and subsequent 
to 15 days from date of issue for illness. 
With exception of surgeon fees, all 
payments are payable to the amount of 
weekly insurance carried, the policy 
being issued only in $25, $50 and $75 
weekly indemnity amounts, with prin- 
cipal sum of $500, $1.000 and $1,500. 

a. 
GLOBE INDEMNITY 


The Globe Indemnity has discontinued 
issuing its Business Women’s Accident 
and Health Policy Form C. M. I. Pol- 
icles now out will be renewed but no 
risks will be written on this form. 

a 

INTER-STATE BUSINESS MEN’S 


The Inter-State Business Men’s Acci- 
dent of Des Moines announces a new 
policy contract which is being issued to 
business women. Many of the features 
which have made its policies for business 
men so popular have been incorporated 
in the new women’s contract. It pro- 
vides protection against loss of time as 
the result of accident or sickness, paying 
for both total and partial disability. 


*x* * * 
LONDON GUARANTEE & ACCIDENT 


The London Guarantee & Accident 
has announced that it will no longer 
write female risks for accident and health 
insurance where they have passed their 
50th year, nor will policies be renewed 
beyond age 55. This rule applies to all 
forms of accident and health policies 
issued by the company. 

The London Guarantee announces 
that it will write its automobile policy, 
Form AU, sold for a $2 annual premium, 
paying $1,000 principal sum and $5 
weekly indemnity with $1,000 principal 
sum and $25 weekly indemnity for a $5 
annual premium. The terms of the 
policy are not changed. 

—* * 
TRAVELERS 


The Travelers announces a new disa- 
bility policy known as the “Leader Gen- 
eral, Form LG D.” The accident cov- 
erage of this policy is the same as the 
Travelers “Leader Accident.” The policy 
is in force for illness 15 days after its 
date. For total confining disability, it 
pays for not exceeding 52 consecutive 
weeks and for the same period for non- 
confining disability which prevents per- 
forming any and every kind of duty 


pertaining to assured’s occupation. There 










IS a permanent disability provision as 
well as the coverage given in the 
“Leader Accident Policy” for surgical 
operations, hospital indemnity, nurse’s 
fees and identification. 

The Travelers also announces the 
“General Income Disability Policy, 
Form U. H. D.” which is a combination 
of the “U. I. O. Accident Policy” and 
the “H. D. General Health Policy.” 


* * * 
CONTINENTAL CASUALTY 


The Continental Casualty has modi- 
fied slightly its application form for the 
non-cancellable income policy by seek- 
mg more specific information as to 
Permanent and total disability insurance 
carried by the prospect in connection 





“How Much Should I LAY ASIDE for 


with his life insurance. The application 
blank formerly was not so specific in 


aX a= 





seeking the information about the disa- | [4q Life Insurance? 
bality coverage in the life contracts of | [j3iJ 
the prospect. MAY HIS is a question more frequently asked the life under- 
—_—_—- 49) writers than any other. What proportion of his income 
NEW COMPANY STARTS WELL iP) can a young man put into life insurance premiums, espe- 
Koy, cially if he is married? . 
ookl ional Li oN Concrete facts speak louder than words. Here is the actual 
Be = Natt Life Has its Formal c program of a young man, 28, married, with two children. 
Opening Company Highly Com- ey His income is $5,000 a year. What would you consider 


mended by Superintendent Beha a fair proportion of this income to spend for life insurance? 


Ten percent? 

NEW YORK, Nov. 19.—Monday was | [jj Actually in this case the annual premiums amount to 
red letter day for the Brooklyn National rf about $600, leaving a balance of $4,400 of the income for the 
Life, marking as it did the official open- | } 1 support of the family, an easy proposition for ambitious young 
ing of the headquarters of the recently es parents looking to the future. 
formed company. The management held 4 


- : Oh) What do they get for their $600? 
aoe Some, Sy me lene N Total life insurance of $30,000—$5,000 to be paid in cash 


business men of the home and adjacent | |A¥A¥ , of the husband’s death, the rest so arranged in a 
boroughs attending. All extended best Ki) me aniineiaan as to produce $100 a month income for the 
wishes and predicted prosperity for the ig wife during her lifetime. 
pean catrant into the lle imeurance 7s Pd - oe this young man has done well for him- 
James A. Beha, superintendent of in- self and his family: dings : 
surance, evidenced his faith in the fu- Surely he has laid out his life very successfully with a 
ture of the Brooklyn National Life by fair memes et nent living expenses and an estate of $30,000 
taking one of its policies for $5,000 upon to leave for his family. : 
his life, and handing over a check of He might struggle for years to obtain such a result in 
$159.65 in settlement of the annual pre- other ways, and then fail of his goal, in the meantime missing 
roan a a touched upon a the best there is in _ pans the contented enjoyment of 
arge volume of life insurance now be- his income and his family. 
ing issued by the standard companies, 
saying that he realized weeks ago that 
an omnibus extension of the limits 
placed upon new writings by the statute, 
would have to be granted and that ex- 
tensions of anywhere from 10 to 25 
percent had been allowed various offices. 
In the light of the present day high , 
appreciation of the value of the life in- 
surance, the superintendent saw no rea- ti bs = 
son why the Brooklyn National should ri 
experience the slightest difficulty in 
writing a substantial volume of busi- | === 
ness, and urged that the company be, 
properly encouraged. Other speakers at 
the gathering were Ralph Jonas, presi- 
dent Brooklyn Chamber of Commerce; 
W. R. Bayes, the company’s president, 
Arthur S. Somers and gg Per aap 
also of its executive staff. Soundly or- | d 
ganized and efficiently directed, there is You may be puZzz e 
every promise that the new company 
will be a credit to its home city and 
to the institution of life insurance. 
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A_ Strong Company Over 
Sisty Years in Business. 
iberal as to Contract, 
Safe and Secure in Every 
Wey. Policies in Force 
Over $2,200,000,000 insur- 
ing 3,500,000 Families. 
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because you are not making what you believe 
your ability is worth. If you have built up a 


oat Aapeintments personal acquaintance among business and pro- 


Thd State Mutual Life of Massa- fessional men and have sales ability, the Chicago 
chusetts has appointed Robert C. Skin- ° ° 
ner general agent in Kansas City, Mo., General Agency of a large life company warts 
effective Dec. 1. you. Knowledge of Life Insurance selling non- 
Joshua B. Clark and Paul C. Sanborn essential. We offer you a thorough education in 
have been appointed general agents at Life Insurance and an insight into the most 


Boston, Mass., under the firm name of 


Clark & Sanborn, succeeding Williams proficient selling methods. 


& Clark, the former partnership being Unusual opportunity for the right man to build 
terminated by the death of W. C. Wil- up a large income. 
liams. 


casita Address P-94 
“R. W.” in Grandfather Class Care The National Underwriter, Chicago. 


R. W. Stevens, president of the Illi- 
nois Life, is again thrust into the grand- 
father class by the arrival of James W. 
Stevens, Jr., the new son of James W. 
Stevens, 2nd, agency vice-president of 






































the company. 











Grange Life Insurance Company 
Lansing, Michigan 
N. P. HULL, President 


NET ASSETS HIGH INVESTMENT RETURN HIGH 
POLICY VALUES HIGH OVERHEAD LOW 


If ambitious, look us up. You'll find an unusually substantial record and liberal policy toward salesmen and sales organizers. 
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Connecticut General News 
Hartford, Conn. 





What Salary Savings Is 


Our definition — the opportunity 

to maintain more adequate insur- 

‘ance by distributing the cost evenly 
throughout the year. 


Exemption from medical exami- 
nation is an additional advantage, 
but the main thing is the ease with 
which a substantial amount of in- 
surance is paid for. 


Convenience in soliciting, larger 
policies and automatic collections 
combine to increase the agent’s use- 
fulness and income. For “Guide to 
Selling Salary Savings” apply to 
Connecticut General Life Insurance 
Company, Hartford, Conn. 
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OUR NINETIETH BIRTHDAY 


Ninety years ago, April 1, 1835, Massachusetts chartered 
the New England Mutual. This is the oldest Charter now exist- 
ing. 


The granting of this Charter had a vast significance, for it 
introduced a New Idea, which cleared the way for the present 
growth of Life Insurance. 


THAT IDEA WAS MUTUALITY 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 


























Fieldmen Profit by This 


N 1924 The Guardian’s Prospect Bureau yielded an average profit 
eS tee te a A en ne ae In 
some sections it ran as high as 3000%. 


producers are casting their with us. newcomer, a genera! 
agent, brought with him an agency nearly three 
hundred men. 

Let us tell the whole story of what The Guardian is doing te 
Getter Gin Galtieeenl> eusncea, dedivene, 


T. LOUIS HANSEN, Vice-President 

THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 
Founded 1868 under the Laws of the State of New York 

s@ UNION SQUARE, NEW YORK 




















AGENCY OFFICERS TAKE 
UP NON-MEDICAL PLAN 


(CONTINUED FROM PAGE 1) 
1923 and that 9,900 of them were for an 
amount of $2,000 or less and were under 
age 46, and, therefore, would have been 
eligible for non-medical on the plan con- 
templated. 


Material Saving Is Seen 


This constituted 48 percent of the ap- 
plications and 15 percent of the volume 
of business. It found that its medical 
fees on the total business amounted to 
$113,000 and it could easily see that 48 
percent of that amount would be a ma- 
terial saving. 

The second thing that influenced them 
was a belief that it would expedite the 
agent’s work in rural fields. It has 
found by experience that it has been of 
material value in the country. Not only 
that, but a large percentage of the non- 
medical business comes from the cities 
where the agents have taken it up en- 
thusiastically. 


New Contracts Wanted 

It was felt also that there will be an 
increase in the number of new contracts 
through non-medical, as they will en- 
courage the writing of a great number 
of smaller policies. The careful methods 
of the non-medical were perhaps better 
than a careless examination. It was felt 
as a fixed reason that it would be of 
great assistance to the general agents in 
helping to get younger men started. 
There are no statistics available as to 
whether this has worked out or not. 

It is found on examination of the ex- 
amined business that less than 2 per- 
cent of the cases which it would accept 
on a non-medical basis would be re- 
jected medically. 


Three Classes Write Non-Medical 


The company allows only three 
classes to write the business. First, the 
general agents, second, those solicitors 
who have the company’s educational cer- 
tificate, and, third, members who have 
qualified for one of the agency produc- 
tion clubs. 

New agents must take the company’s 
course of instruction in order to qualify 
for the non-medical plan. 

The limit of insurance is $2,000 and 
the=age limit 1734 to 42% years. No 
term insurance is written. There is no 
limit on the writings of the company as 
a whole. The agent who elects to exer- 
cise the non-medical privilege must use 
it exclusively on those cases eligible. 
The company reserves the right to ex- 
amine any risk. Both disability and 
double indemnity can be written. 


Uses Standard Blank 


In states where the company is not 
allowed by law to write non-medical 
insurance it has not adopted a short 
form but uses the regular standard ap- 
plication medical blank in that state. An 
agent’s right to non-medical can be 
taken away from him and this has been 
done in one case. 

It was felt at first that a great many 
of the medical examiners would object 
to the adoption of this plan. They are 
apparently indifferent. There have been 
practically ao kicks. They have giver 
just as good service on the cases which 
they have examined since as they did 
before. The medical directors of the 
coempeny are fully in sympathy with the 

an. 
< Experience in 1925 


The company’s experience shows that 
33 percent of the business written this 
year is on the non-medical plan and 12 
percent of the volume. Eighty-seven 
percent of the non-medical business is 
on the lives of men and 13 percent on 
the lives of women. The average policy 
on men is $1,386 and on women $1,258. 
Practically all the non-medical busi- 
ness is written by full time agents. 
About 12 percent of the non-medical ap- 
plications have been rejected and the 
tendency is to reduce this percentage. 








very helpful. The companies could no 
write non-medical without it. 


Helped in Writing Women 


One of the big things that the non- 
medical has done is that it has helped 
in the writing of women. A great many 
women hesitate to buy life insurance 
because undergoing a physical examina- 
tion is an ordeal. They take gladly to 
it when they can eliminate this feature. 

Mr. Steiner said that he believed that 
there was a better selection on the me¢- 
ically examined business since the agents 
had accepted the responsibility placed 
upon them through non-medical. The 
agents are urged not to canvass for non- 
medical but to make their sales just as 
if the examination was to be required, 
but if the amount turns out to be less 
than $2,000 to fill out the non-medical 
blank instead. 

He said that many agents feel that 
their prestige has been increased by 
granting them this privilege. 

George H. Harris Speaks 


In discussing agency development up 
to 1925, George H. Harris, supervisor of 
field service for the Sun Life of Canada, 
said that the biggest work that the 
agency departments have accomplished 
has been to interpret the public through 
the actuaries and scientists in the home 
offices. He said that by getting out over 
the fence and finding out something 
about the public and what the public 
wants and needs and then showing this 
to the officers of the company, the big- 
gest development in life insurance has 
been brought about. 


Public Well Informed 


He said the public knows more about 
the income value of the human life than 
the life companies have ever dreamed. 
“What we don’t know is the mechanics,” 
said he, “of how to fulfill their aspira- 
tions. Social conditions have altered. 
There has been a great migration to the 
cities. Formerly a child would be born 
and live his entire life and die amidst 
relatives. A woman whose husband died 
was taken care of. Their plight was 
accepted as a divine act. Now people 
live in cities, do not know their neigh- 
bors, have to express a great deal in dol- 
lars and put a new importance on the 
head of the family. The luxuries of yes- 
terday are the necessities of today.” 


Should Be Eliminated 


He hopes the time is coming when 
the man who cannot make a living out 
of life insurance will be quickly put out 
of the business for his own sake and for 
that of the business. He said that the 
‘standardization of agency contracts so 
‘that every man has an equal chance has 
been a great step forward, but he 
warned against the standardization of 
agencies through education. He said this 
is apt to result in the group of agents of 
mediocre quality. There is need for the 
little man to reach the little man outside 
of the business and there is also need 
for the big man who should not be 
forced through a standardized school. 


J. H. Jefferies’ Observations 


J. H. Jefferies, assistant to the vice- 
president of the Penn Mutual Life, gave 
some interesting historical comments on 
the development of agency work in the 
life insurance business and then said, 
“The greatest development in life insur- 
ance in the past 25 years has been the 
attempt to meet the human needs. Bud- 
geting, program insurance, disability, 
income insurance, partnership insurance, 
trust agreement are examples of this. 
“And yet,” said he, “the average pol- 
icy of all of our billions of insurance 
force is $3,000. Life insurance is still 2 
story for the average man. Since the 
companies have organized, 253 American 
life companies have paid $11,619,000 to 
policyholders in death claims and have 
accumulated assets of $7,015,000. This 
is a total of $18,000,000 paid to and held 
for policyhoiders and the entire pre- 
mium income over this period has been 


$16,841,000.” 


Speaking on opportunities for the fu- 
ture, O. J. Lacy, vice-president of the 





Inspection service has been found 


Minnesota Mutual, said that the com- 
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tes must look many years ahead just 
3s a railroad does in planning to take 
are of its traffic, 10, 15 or 25 years 
ahead. Among other things he advo- 
ated institutional advertising. He said 
that every other business realizes that 
this is an era which demands the great- 
et publicity. Why can’t life insurance 
get together and give that greatest im- 
petus to its agency forces? A fund of 
scents per thousand would give $3,000,- 
900 to spend and 10 cents a thonsand of 
insurance in force would give $6,000,000 
annually. 

Will Help Sell Insurance 


Mr. Lacy said: “If we will do this, 
we will create a public attitude which 
will not only help sell life insurance, but 
which will give to those men from whom 
we must recruit our agency forces a new 
viewpoint and we will be able to recruit 
amuch higher type of man.” 

He said that advertising would do 
more to eliminate bad competition in the 
fields than any other thing. 

“We do not have to worry about the 
volume of individual companies if we 
will develop the life insurance business 
as a whole,” he added. 


Dr. John A. Stevenson’s Views 


Dr. John A. Stevenson, vice-president 
of the Equitable Life of New York, 
also spoke on this subject. He said 
that there were two big problems before 
the agency department. The first is vol- 
ume and the second is quality. He said 
that there were three important things— 
selection, training and supervision—and 
their importance is in the reverse order 
of their consideration. He said that the 
life insurance people should never enlist 
aman in the business by telling him 
that he needs no capital and that he is 
his own boss. These are the two most 
fallacious principles of getting men into 
the business. 


Must Invest Something 


A prospective life insurance agent 
should be told that, while he may not 
need capital in dollars and cents, he 
must be willing to invest great effort, 
long hours and put into learning the 
business, and if he does not he will be 
nothing more than an ordinary life in- 
surance peddler. 

He should not be told that he will be 
his own boss. Instead, the life com- 
pany should should say to him: “We 
want you to do what we tell you to do 
and we will take the responsibility for 
you making a success.” 


Agent Must Develop Himself 


This does not mean, said Dr. Steven- 
son, that we must spoon feed them. A 
man must be able to develop himself, 
but in the future of life insurance it will 
not be tolerance but discipline that will 
make for progress. The manager will 
not let the new agent do what will miti- 
gate against him in the future. Tell. 
this to the beginner. 

He said that he had found no relation- 
ship between mental test and the ability 
to sell life insurance. Nevertheless there 
is still much to be done in the way of 
measuring the possibility of success of 
the new producer. “The biggest thing 
that we can do,” he said, “is to see that 
each man who comes to us will be given 
a true picture of his responsibilities and 
opportunities in the life insurance busi- 
ness. The training must come on the 
human side, The agent must be taught. 

e salesman cannot ape the methods 
of others, but he should know the meth- 
ods of others. 


Will Have Definite Requirements 


“I am confident that in 1950 we will 
have definite educational requirements 
before we will give a permanent con- 
tract to a life insurance agent. We 
should do this before the laws of a state 
require it. This is coming sure as it can 

The biggest colleges of business in 
the world, even Harvard, are considering 
making life insurance part of the cur- 
riculum, 


Supervision Is Important 


“Supervision is very important. How 
many agents come into the business and 
80 out of the picture gain without ever 





having had any soliciting help. Every 
agent should have someone go out and 
solicit with him, and he should not only 
be a high pressure salesman but a 
teacher as well. This need not be very 
expensive. Our supervisors do it on a 
50-50 basis. They are glad to go out 
with a new man, because frequently 
they do not like to dig up prospects 
themselves and would rather work on 
this basis. A moderate amount of class- 
room and training is important, but the 


best part of the training is what is given | 


to the man right on the job.” 
President Jones Spoke 


Frank L. Jones, president of the Na- 
tional Association of Life Underwriters, 
was on hand and was called upon. Mr 
Jones explained the value of the Na- 
tional association and the local associa- 
tion as an educational body and asked 
for the support of the agency officers 
present. He said, “Tell your local man- 
ager that he ought to take steps to lead 
his men into the local associations.” 

Three new members were elected to 
the executive committee to succeed those 
who are retiring. The new members are 
E. J. Harvey, superintendent of agencies 
of the North American Life of Canada; 
J. A. McVoy of the Central States Life 
and Robert K. Eaton, vice-president of 
the John Hancock Mutual. 

The men who retired from the execu- 





*| American Medical 


| 
| 





has been chairman of the organization 
during the past year and who presided 
at the meeting held this week; Dr. T. C. 
Denny, vice-president of the Central Life 
of Des Moines, and J. G. Stevenson of 
the London Life of Canada. 

At the banquet Tuesday evening, the 
insurance newspaper committee was in 
charge, headed by Clarence Axman of 
the “Eastern Underwriter” as chairman, 
The toastmaster was C. M. Cartwright 
of THe NationaL UNperwriter. Miss 
Clara Shear of the Chicago Civic Opera 
Company sang some solos. The speak- 
ers were Col. Robert R. McCormick, 
publisher of the Chicago “Tribune”; Dr. 
Morris Fishbein, author of “Medical Fol- 
lies” and editor of the “Journal of the 
Association; Dean 
Charles M. Thompson of the College of 
Commerce and Business Administration 
at the University of Illinois; Prof. Wal- 
lace Bruce Amsbary, well known poet 
and lecturer in general literature at 
Armour Institute, and Dr. Bernadotte 
E. Schmitt, professor of history at the 
University of Chicago. 


Fight for Leadership 


C. H. Simpson, North Dakota state 
manager, and Sam R. Weems, Dallas, 
Tex., general agent for the Minnesota 
Mutual Life, have for several months 
past, been holding first and second place 


tive committee are Oliver Thurman, who ' in paid-for business for the year to date. 


One month Mr. Simpson has first place 
and the next month he is topped by Mr. 
Weems, so that it is impossible to de- 
termine who the leader for the year will 

Their agencies have also been in 
either first, second or third place in 
paid-for business for the year to date, 
at the end of each month, being ex- 
ceeded at times only by the A. O. Elia- 
son Minnesota state agency. 





adult 
| DEXTER IS ON LONG LEAVE 


| George K. Sargeant Takes Charge of 


| the Agency Department of the 
Mutual Life 








George T. Dexter, second vice-presi- 
dent of the Mutual Life of New York 
and head of the agency department, has 
been given an indefinite leave of absence. 
Mr. Dexter is nearing 66 years of age, 
and has been in rather delicate health. 
George K. Sargeant, superintendent of 
agencies, will be in charge of the agency 
work of the company at the head office. 
Recently the Mutual Life appointed 
Thomas C. Bell assistant superintendent 
of agencies in view of Mr. Dexter's 
absence. Mr. Dexter became home of- 
fice superintendent of agencies in 1898 
and was made second vice-president in 
1906. Mr. Sargeant is regarded as a 
very capable man, fully qualified to take 
up the work laid down by Mr. Dexter. 
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A Program of Expansion 


Your Attention is Especially Directed to the 
“History in Figures” Below. 


Liabilities Surplus and 
End of Admitted Including Policy Holders Insurance 
Year Assets Capital Reserve in Force 
re $ 279,467 $ 209,109 $ 70,358 $ 8450 $ 1,301,774 
i adieccvescqccochead. NE 382,794 64,301 177,252 5,017,574 
iiesedaeetconeseed . 1,140,608 999,625 140,963 785,414 9,505,850 
icessuaueieane eves 1,329,362 1,189,053 140,309 978,205 12,538,712 
TED sclvusose diblock 1,590,518 1,437,972 152,446 1 15,068,390 
icvasthisecnatedantd 2,000,827 1,882,556 178,271 1,589,119 17,542,346 
BERR ccccccccccccccvece - 2,334,190 2,133,840 210,350 1,892,753 17,548,118 
SG aaiibininsers cones 2,641,750 2,358,665 283,085 2,113,221 18,109,824 
peewee anieseins - 1 2,606,433 330,548 2,356,127 20,067,450 
We offer policy contracts to meet every human 
need that can be served by life insurance, coopera- 
tion to satisfy every reasonable request by an 
agent, and a unique pre-approach plan that will 
furnish you -with an unfailing supply of live 
prospects. 
Choice Territory Available in Missouri, Kansas, 
Oklahoma, Arkansas, Ohio, Pennsylvania, and 
| Texas. 


Write today to 


Geo. L. Grogan 
Manager of Agencies 


| Bank Savings Life Ins. Co. 


Home Office, Topeka, Kansas 
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Commissioners Should Act Together 


Lire insurance would probably be ben- 
efited if the committee of insurance com- 
missioners acting in the INTER-SOoUTHERN 
Lire matter would take an active ad- 
visory part in the company’s troubles. 
This committee having stepped in, it 
should retain and exercise its responsi- 
bility. 

Rumors of political fights affecting 
the Inter-SouTHERN Lire are unfortu- 
nate. The office of insurance commis- 
sioner is necessarily political and in view 
of the rumors of politics, the responsi- 
bility of acting alone should not be laid 
on the Kentucky commissioner, All 
other states in which the company is 
licensed are just as much interested as 
Kentucky. There is no occasion for a 
hands-off policy. In many instances 
state comity has been carried too far in 
leaving all responsibility for a company 
to its home state. But in the InrterR- 
SOUTHERN case a committee of other 
state officials has already been called in 
and it should not shirk its duty. 

The Inrer-SourHern Lire manage- 
ment has been criticized by the Ken- 
tucky department. On the other hand, 
the Ernst & Ernst report has been 
placed under suspicion. James. B. 
Brown, the big Louisville financier,. paid 


enough attention to the suspicions to go 
before the commissioners’ committee and 
explain allegations of an offer to change 
the report if President Durrin would 
resign. An accounting firm of at least 
equal standing gives the company a 
fairly clean bill. 

It is safe to say that there are at 
least as many rumors on one side as the 
other. Mr. Brown is the great political 
and financial leader of Kentucky. He 
has no official connection with the in- 
surance commissioner, but in a fight in 
which he is deeply engaged, the interest 
of the life insurance business in general 
suggests that other states interested 
should be consulted on moves affecting 
the company, and that the commission- 
ers of such states should not hold back 
in asserting their interest. 

If the Inter-SourHern Lire needs 
cleaning up it should be cleaned up. On 
the other hand, all moves made should 
carry public confidence. A fight for 
control of one company is unsettling to 
all. Life insurance should not be sub- 
jected and cannot afford to be subjected 
to suspicion of political action. The 
INTER-SOUTHERN LIFE is too valuable to 
be buffeted about. Its status should be 
settled as speedily as possible. 


Lapse Ratio Always Big Problem 


MANY companies find a _ tremendous 
problem always at hand in their lapse ra- 
tio. Business will not stick on the books. 
It sloughs off. It means a big waste and 
a dead loss to the company. A policy has 
to be on the books a certain time simply 
to pay the cost of getting it there. The 
big lapse ratio is at the end of the first 
year when a company has spent all or 
more than the premium to get the policy 
through. 

There are a number of factors that 
enter into the lapse ratio. Business con- 
ditions have something to do with it. An 
agent may write an extensive business in 
an industrial community and the next 
year conditions may be so deplorable that 
men simply have not the money to pay 
the premium. Twisting and switching 
may have considerable to do with it. A 
man’s income may be reduced in a num- 
ber of ways. 

If one gets right down tq bed-rock facts 
he perhaps will find that after all the 


big cause of the high lapse ratio is the 
agent himself. The prospect has not been 
convinced that the insurance is essential. 
He may have been oversold, overper- 
suaded. High pressure methods may have 
been used, a rebate may have been given, 
the policy may have been misrepresented 
or there may be a hundred different in- 
fluences that work on the prospect to 
cause him to sign on the dotted line. 
When the time comes to pay the next 
renewal he has “gone dead.” 

Reinstatement people can tell an inter- 
esting story about the causes of lapse. 
Some companies send men out in the com- 
munities where there is a high lapse just 
to see what the trouble is. They find after 
all that the first class, well seasoned, 
honest, sincere agent does not have much 
trouble with lapses. He writes men who 
want the insurance, who can pay for it, 
and have great faith in the agent him- 
self, There is at least a suggestion here 
for the solution of the problem. 


Advantages of Being an Agent 


Tue life insurance agent sometimes gets 
discouraged with his job and thinks that 
anything else would be preferable. He 
is not unique in this feeling. There are 


times when almost anyone in any line of 
effort, will feel that his particular work 
is most undesirable, and that he should 
have been in something else. It is 





natural for people to feel dissatisfaction 
now and then when things are not go- 
ing right. 

When this occurs however, the life 
insurance salesman should stop to con- 
sider his own advantages. He should 
compare his profession with other lines 
of work. In the first place, and this is a 
weighty item with many people of an 
independent nature, the life underwriter 
is his own boss. He is master of his 
own time. He can come and go as he 
pleases, takes a day off if he so desires, 
and work just as hard or just as little as 
his fancy dictates. He has no one stand- 
ing over him with a threat of discharging 
him, to drive him to. work at a certain 
hour in the morning, and keep him at it 
for a certain number of hours of the day. 
His only taskmasters are the agent him- 
self and economic pressure. 

His income is in his own control to a 
very large extent. If he finds that he 
needs more money, he does not have to 
go to his employer to ask for a raise. 
There are few agents who cannot in- 
crease their income if they resolve to do 
so and put forth a little more real effort. 
The.insurance agent does not have to 
wait for his fees as is often the case with 
the doctor or lawyer, or for his com- 
missions as frequently happens in the 


case of other salesmen. He knows thy 
as soon as he closes a case and securg 
the first premium, his commission 
waiting for him. On top of this, hy. 
has his regular renewals coming in yex 
after year. He does not have to depen 
upon the generosity of his congregatio, 
as is the case with the minister. }, 
is not dependent. His work is his ow, 
his time is his own and his success q& 
his failure is his own. 

His is one of the few businesses jy 
which he can engage without capital. Ajj 
that he needs to start in the life insy. 
ance business is sufficient money to pro. 
vide for his household and _ persona 
wants for a short time until he has 
learned how to make a living by selling 
insurance. He does not have to worry 
about investing money in merchandis 
or stocks, with the attendant dangers oj 
losing it by fire, or other damage, or 
perhaps by a change in styles. His com. 
modity is always in style and is essen- 
tial in prosperity or adversity. 

On top of it all, with his great poss- 
bilities for large income, he has the 
satisfaction of knowing that he is rend- 
ering a real service to the world, worthy 
of the best efforts of anyone. It is true 
that he must work, but this is equally 
true of any line of endeavor. 














| PERSONAL GLIMPSES OF LIFE UNDERWRITERS 











Sam M. Parham, 45 years old, for- 
merly Texas state manager for the Cen- 
tral Life of Des Moines and later state 
manager for the Central States Life 
of St. Louis, died at his home at Dallas 
last week following an extended illness. 


The Business Men’s Assurance is 
honoring the birthday of President 
W. T. Grant by an effort to make this 
November the biggest month in the his- 
tory of the company. So far business 
is ahead of that of last November. Octo- 
ber was not as profitable as the same 
month last year, company officials say, 
but the premium income was larger. 

In the life department production for 
the first 10% months of the year has 
exceeded the quota set for the entire 
year. 

The Topeka Association of Life 
Underwriters has ordered printed a his- 
tory of the life insurance business in the 
past 45 years, prepared by H. O. Gar- 
vey, general agent for the Massachusetts 
Mutual in Topeka. Mr. Garvey began 
his history with the developments of 
the business in 1880. He has been en- 
gaged in the life insurance business ever 
since that date and has been a state or 
general agent for 30 years. The history 
was intended to cover the life insur- 
ance growth and development during the 
time he had been actively engaged in 
its affairs. Mr. Garvey discusses at 
some length the improvements in policy 
contracts and the conduct of the busi- 
ness by companies and agents in the 
almost half century he has been en- 
gaged in the business. 


Lawrence C. Woods, vice-president 
of the Edward A. Woods Company, gen- 
eral agents of the Equitable Life of New 
York, at Pittsburgh, Pa., died suddenly 
last week in Philadelphia while enroute 
from New York to spend the night with 
his son, Lawrence C. Woods, Jr. in 
Philadelphia. He was born Dec. 22, 
1869, in Pittsburgh, a son of the late 
Dr. George Woods, for 20 years chan- 
cellor of Western University, now the 
University of Pittsburgh. Mr. Woods 
was a member of the Class of ’91 at 
Princeton and at graduation and since 
has been secretary of his class. On 
leaving Princeton he became associated 
with his brother, Edward A. Woods. 
general agent of the Equitable Life and 





at the time of his death was assistant 
manager and _ vice-president of the 
Woods Company. 

While a student at Princeton, Mr. 
Woods worked during his vacations in 
the office of the Woods agency. Im- 
mediately after graduation he entered 
actively in the insurance business with 
that agency and has been continuously 
connected with it ever since. During 
his career of 35 years as a life under- 
writer, he has been a most capable ané 
energetic ambassador of the great it 
stitution of life insurance. 

His ethical and far-sighted activities 0 
the insurance world and in the National 
Association of Life Underwriters were 
a constant force for good and went far 
toward bringing life underwriting to its 
present professional standing. His e- 
ceptional ability to express his sound 
views created for him a constant demané 
as a speaker. He enjoyed an interni 
tional reputation as an authority on busi- 
ness insurance. During his long ané 
active career he insured thousands 0 
lives for approximately $40,000,000 ané 
at the time of his death was leading all 
the agents of the Edward A. Woods 
Agency. 


George P. Dewey, the senior general 
agent of the National Life of Vermont 
and for more than 40 years genera 
agent of that company, died at his home 
in Portland, Me., the past week. He 
was general agent for the entire state. 
Col. W. O. Peterson, who has been 
cashier of the Maine agency, has beet 
placed in charge of the office pending 
the appointment of a successor to MF 
Dewey. 


Vice-President O. J. Lacy of the Min- 
nesota Mutual and Harold J. Cummings, 
assistant manager of agencies, distil 
guished themselves during a recent com 
munity chest drive in St. Paul. Me 
Lacy was a division commander and his 
division went “over the top” 100 percett 
Mr. Cummings took charge of one of the 
teams in Mr. Lacy’s division, the mem 
bers being principally employes of the 
Minnesota Mutual home office. Th 
team made 146.3 percent of its quota, ® 
addition to helping three other team 
over their mark, thus leading evel 
other team in the entire drive, and wit- 
ning the “Old Oaken Bucket” as # 
trophy for the year. 
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| LIFE AGENCY CHANGES 


CHANGE IN ROCKFORD AGENCY 


New Firm of Elliott & Hocking Takes 
Charge of Office of Penn Mutual 
Life in That City 
S. E. Elliott, who has represented the 
Penn Mutual Life as general agent at 
Rockford, Ill., for some time, has taken 
into association with him Bert W. Hock- 
ing, also of Rockford, and after Decem- 
ber 1 the business of the organization 
will be conducted in the firm name of 
Elliott & Hocking. Mr. Elliott has been 
general agent for the Penn Mutual in 
Rockford the past four years and has 
been active in the local life insurance 
feld for eight years. In 1924 he was 
president of the Rockford Life Under- 
writers’ Association and now serves on 

its executive committee. 

Mr. Hocking is a graduate of the 
University of Wisconsin, class of 1915. 
He served overseas with the 344th in- 
fantry, after which he was engaged in 
the mercantile agency business in Rock- 
ford with his father for six years. More 
recently, Mr. Hocking has been con- 
nected with the Prudential at Milwaukee, 
but resigned to accept the opening in 
the Rockford office of the Penn Mutual. 





Frank W. Harrison 


Frank W. Harrison of Madison, Wis., 
has been appointed district manager of 
the Mutual Trust Life at Madison, as- 
sisting L. A. Anderson, general agent in 
that city. 


Equitable of Iowa Changes 


The Rice & Tyson general agency of 
the Equitable Life of Iowa at Harris- 
burg, Pa., has been dissolved and a new 
firm, Wallis & Tyson, composed of Al- 
lan D. Wallis and James A. Tyson, has 
been formed to continue the general 
agency in that city. The Harrisburg 
agency has been one of the leading 
agencies of the company for several 
years. 

Lee .K. Nichols has been appointed 
eneral agent at Mason City, Ia. Mr. 
Nichols has had more than 13 years’ 
experience in the life insurance business, 
the past four years of which have been 
spent as a general agent in Wichita, 
Kans., for the Bankers Life. 

Adam Gilpin, who has done work for 
the company in the Mason City, Ia., 
territory, will become city manager for 
Mason City and will continue his work 
with the agency organization he has 
built up there. 





Henderson & Hunt 


The Atlantic Life announces the ap- 
pointment of David E. Henderson and 
Charles E. Hunt as general agents at 
Huntsville, Ala., with territory embrac- 
ing the city of Huntsville and 12 coun- 
tes in northern Alabama. They will 
Operate under the firm name of Hender- 
son & Hunt. They succeed J. L. Hut- 
ton, who had been representing the 
company in that territory for some time. 


Berkshire Life Appointments 


Recent appointments made by the 
Earls-Blain Cincinnati general agency 
of the Berkshire Life include Theodore 


‘ Spicer & Sons of Newport, Ky., and 


Murfin & Murfin of Portsmouth, O. 
Clifton H. and Burr B. Murfin are the 
members of the Murfin & Murfin firm. 
In addition to writing life insurance, 
Murfin & Murfin will do a general in- 
surance business. 


Clarence A. Ward 


Clarence A. Ward has been appointed 
Manager of the Missouri State Life 
ranch office at Baltimore. He suc- 
ceeds Warren D. Church, resigned. Mr. 
Ward joined the Missouri State Life 
Organization more than two years ago 
P. an agency special at the Pittsburgh, 
4, branch, He graduated from the 

















Main Entrance to the Magnificent 
New Home of The Lincoln 


National Life 











Practical 
Prosperity 


The Salary Savings System offered by The 
Lincoln National Life is demonstrating the value 
of an easy plan for making premium payments. 


Under the Salary Saving System the employer 
deducts the monthly premium on any form of 
‘Lincoln National Life policy from the pay of thé 
employee. Individual policies are issued and with 
certain restrictions it is conducted on a*non-medi- 
cal basis. 


It offers an easy way for the [employee _to 
make his life insurance deposits. It fits in per- 
fectly with his monthly budget plan for providing 
other necessities. 


The Salary Saving System is so simple and 
yet so helpful to the agent that it furnishes another 
substantial reason why it pays to 
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company’s agency special school in the 
fall of 1924 and soon thereafter was 
named assistant manager at Pittsburgh. 





John Bragg 


John Bragg, formerly manager of the 
city department at Oklahoma City of 
the Central States in the Marmaduke 
Corbyn general agency, has left that 
post to write insurance for the Manhat- 
tan Life at Los Angeles. He and Mrs. 
Bragg went overland, over the southern 
route. 





Gabe E. Parker 


C. C. Day, Oklahoma general agent 
for the Pacific. Mutual Life, announced 





the appointment of Gabe E. Parker as 
manager of the Muskogee office. Mr. 
Parker is of Indian descent and one of 
the best known men in eastern Okla- 
homa. He was for three years registrar 
of the United States treasury and for 
the last seven years has been superin- 
tendent in charge of winding up the af- 
fairs of the Five Civilized Tribes. 


George E. Shields 


L. C. Mersfelder of Oklahoma City, 
general agent in Oklahoma for the Kan- 
sas City Life, announces the appoint- 
ment,of George E. Shields as manager 
of the Tulsa office. The Oklahoma City 
office of the Kansas City Life is being 
removed to 1006 Braniff building. 
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RULINGS IN MASSACHUSETTS 
Attorney General Benton Gives Com- 
missioner Monk His Opinion on 
Various Life Insurance Questions 





BOSTON, MASS., Nov. 18.—Attor- 
ney General Benton of Massachusetts 
has filed an opinion with Commissioner 
Monk relative to the law applicable to 
¢onversion or alteration of life and en- 
dowment insurance from one form to 
another, and as to issuance of new poli- 
cies without medical examination, which 
is of interest and importance as inter- 
pretation of the Massachusetts law. 

The attorney general was asked if a 
life company could convert a 20 year en- 
downment policy for $10,000 at age 25 
into an ordinary life policy, five years 
after the first policy was issued, for such 
amount as the endowment premium at 
age 25 would purchase, with the option 
to the insured to use all or a part of 
the premiums paid on the endowment 
policy for that purpose, the ordinary 
policy being issued for an amount equal 
to or greater than the endowment pol- 
icy. The finding is that such transfer 
would be illegal, and that the ordinary 
life would be a new policy and it would 
be discrimination to issue it at the rate 
of five years younger than the insured 
at the time of conversion. 


Can’t Break Up Policy 


The attorney general also rules it 
would be illegal to break up a joint or- 
dinary life policy issued on the lives of 
four officers of a company and payable 
to the corporation into single policies 
on the lives of each of the four for the 
Same amount in the aggregate and for 
the same premium paid seven years pre- 





viously on the joint policy. He rules 
that a medical examination would be 
necessary before issuance of the new 
policies in the above cases, as they con- 
stitute new policies and the Massachu- 
setts law states clearly that a medical 
examination must be made within 90 
days of the issue of a new policy. 

The attorney general rules that a 
written application for a change from 
the engine? form of a policy, “if made so 
long after the negotiation of the older 
policy that it is not a part of the appli- 
cation or agreement with relation to the 
older policy or the terms thereof, is to 
be deemed the original application for 
the new policy under section 130” and 
therefore does not violate section 130 
of the insurance law. 

If in any given instance the premiums 
on the first policy are repaid for the 
purpose of inducing an insured to take 
out a new form of policy, then such 
repayment would constitute an _ illegal 
payment or rebate, says the attorney 
general. Otherwise they would not be 
a rebate, if in the nature of a settle- 
ment of the rights under the first policy 
and not given in connection with the 
negotiating of a new policy. 

Ruling on Conversion 


The attorney general rules further, 
on the grounds that every new policy 
must be preceded by a medical examin- 
ation, that a company may not insert 
a provision in a policy providing for the 
conversion of the policy at the option 
of the insured and the issue, after the 
expiration of 90 days from the medical 
examination in respect to the original 
policy, of a new policy of the same or 
different plan or kind and for a smaller 
or larger amount than the original pol- 
icy, without a medical examination. The 
attorney general does find, however, 





that a company may insert a stipulation 
in a policy for its conversion at the op- 
tion of the insured into a policy of the 
same or a different kind for an increased 
amount as of the same age and at the 
same premium rate specified in the or- 
iginal policy inasmuch as the original 
contract may be purchased by all of the 
same class. 

Unless made for the purpose of in- 
ducing an insured to enter a new con- 
tract, the attorney general rules in the 
affirmative on the following question: 
“May a company upon the termination 
or rescission of a life policy by mutual 
consent, or upon its conversion into 
a policy of another form or kind, law- 
fully refund to the insured all or a part 
of the premiums paid in, not by way of 
a non-forfeiture value required by law 
or by its terms (a) if the policy contains 
a provision for such a refund, (b) if the 
policy does not contain such a pro- 
vision?” 





HAVE THIRD ANNUAL CONTEST 





Union Trust Company Will Give Prizes 
for Essay on “The Advantages 
of Life Insurance” 





Announcement of the third annual 
essay contest is made by Frank W. 
Blair, 
Company, Detroit, Mich. As in former 
years, this contest is open to any senior 
in the public and parochial high schools 
of the city of Detroit, and of Wayne, 
Oakland and Macomb counties, under 
the $5,000 Scholarship Foundation of 
the trust company. “The Advantages 
of Life Insurance” is the subject this 
year. As before, a $1,000 scholarship 
will be given to each of five students 
whose essays are adjudged the best so 
that they may pursue a collegiate career 
in any standard college in the United 
States. 

The annual scholarship dinner will be 
held this year Dec. 5. The purpose of 
this function is to bring together the 
superintendents, principals, senior class 
presidents and high school paper ed- 
itors, and to impart to them the real 
significance of the contest so that they 
may convey the meaning more clearly 
to the student bodies. 

The judges of the contest this year 
will be Dean S. S. Marquis, Birming- 
ham; Rabbi Leo Franklin, Detroit, and 
Rt. Rev. Monsignor P. J. Dunnigan, 
Flint. i 


Found Guilty of Fraud f 


J. M. Crane, former Detroit district 
manager of the Metropolitan Life, and 
Morris S. Krause, an agent, were found 
guilty at Detroit last week of conspiracy 





president of the Union Trust j 





—= 


to defraud Mrs. Clara Gunn of Poy 
Huron in payment of a claim followin 
the death of her husband by suici® 
Both men were placed on probation fy 
a year on condition that they repay Mr 
Gunn the full amount alleged to & 
due her. 

Mrs. Gunn testified that she was paij 
but $500 of a $1,500 policy on her hy. 
band’s life because the two agents tol; 
her that $500 must be deducted for {p. 
neral expenses and $500 because Mr 
Gunn took his own life. It was show 
that Crane collected the full $1500 from 
the company and deposited it in his 
private account, paying out $362 for 
funeral expenses. 





Massachusetts Savings Bank Figures 


Notwithstanding savings bank insur. 
ance in Massachusetts added another 
bank to its chain in the state the past 
year, the paid-for business for the ten 
months ending Aug. 31, 1925, for which 
figures are just now available, ran 
nearly $1,000,000 behind the previous 
year. The paid-for business in the ten 
months to Sept. 1, 1925, was $8,386,822, 
while the corresponding figure for the 
previous year was $9,319,831. 

The amount of state insurance in force 
Aug. 31 this year was $37,650,229 and 
the net gain for the 12-month period 
was $6,309,773. This means there wasa 
lapse ratio of nearly 40 percent. 





More Complications in “Stags” Case 


Further prolonging the tangle which 
for months has prevented the proper 
beneficiaries of persons insured in an 
alleged illegal fraternal benefit scheme 
of the Detroit Drove of the Patriotic 
& Protective Order of Stags of the 
World from collecting amounts due 
them in full, the Michigan department 
late last week received a check, drawn 
in favor of Commissioner Hands, by the 
life company which issued the group 
contract to the Detroit Drove. Were 
the $2,600 draft accepted, it would com- 
mit the department to adjusting pay- 
ments to the satisfaction of the bene- 
ficiaries who have not received the full 
amounts due them. It is therefore prob- 
able that the check will be returned 
and the company ordered to settle di- 
rectly with the beneficiaries. 


Minnesota Mutual’s Record 


Paid-for business written by the Min- 
nesota Mutual Life the first ten months 
of this year is 31% percent in excess 0: 
its record for the same period in 1924. 


John F. MeCurley, general agent at 
Newark, N. J., for the United Life & 
Accident, was called to Richmond, Va. 
last week by the death of his step 
father, John Thompson. 
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THE WISCONSIN LIFE 


HE business of The Wisconsin Life Insurance 
Company has. doubled in the past five years. 
The Company, organized in 1895, possesses manu 
unusual advantages in the matter of low acquisition 
costs, low mortality rate, and high interest earnings 
which have resulted in an admirable record for 
low net costs to policyholders, continuous payment 
of death claims. Policies are provided for men, 
women and children. 


INCORPORATED i895 






















M. A. NATION, Pres. 


Universal Life Insurance Company 


Dubuque, Iowa 


WE WANT GOOD MEN 
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GOOD YEAR IN MINNEAPOLIS | supreme court held that the referee had 





Life Agencies There Almost Without 
Exception ‘Report Material Gains 
Over 1924 Figure 





MINNEAPOLIS, MINN., Nov. 19.— 
Life insurance agencies in Minneapolis 
are rounding out one of the best years 
they have ever had. A survey made 
within the past week of general agencies 


without exception they will show a good 
gain over iast year and several will 
have the biggest year in their history. 


Business in both big and small pol- | 


icies has been good. During the recent 
business adversity in the northwest life 
insurance men complained less of poor 
business among big policyholders than 
among the small buyers who were un- 
able to take on additional protection 
because they either were out of work 
or in prospect of being laid off. 

Now, however, employment is almost 
back to normal; there are not many 


men out of work and life insurance sales- | 


men find it much easier to do business 
with the average prospect than was the 
case a year ago. 

With a month and a half yet .o go all 


general agencies are making a strong | 
| ducted by the North Side Young Men’s 


finish for the year. Predictions on the 
increase for the year range from 15 to 
25 percent in most agencies with a few 
that hope to make it more than 25 per- 
cent over last year. 


Agency Meeting at Springfield 


The annual meeting of the central 
Illinois general agency of the North- 
western Mutual Life was held this week 
at Springfield, with E. E. Cantrall, gen- 
eral agent for 21 counties in that dis- 
trict, as host. Herbert N. Laflin, M. H. 
0. Williams and Ralph E. Perry from 
the home office; Harry L. French, 
Madison, Wis., and Frederick C. Fieker, 
Carlinville, were speakers. 


Widow Gets Insurance Proceeds 


The Kansas supreme court has di- 
rected the Metropolitan Life to pay a 
$6,000 policy to the widow of Walter S. 
Herr of Wichita, Kan., instead of the 
referee in bankruptcy for the Murray 
Extract Company. Herr was president 
of the company, which took out this 
policy on his life. After the company 
failed the referee released the policy to 
Herr. He paid the premium and had 
the beneficiary changed to his wife.. 
Shortly after this was done Herr died. 
In the meantime the assets of the com- 
pany had been sold to D. U. Ruckel, 
who brought the suit to collect the life 
insurance on the ground that the policy 
should have remained an asset of the 
company. The district court and the 


| policy was released and the premium 


| life company operating under the stock- 
here brought out the fact that almost | P P 


| directing the superintendent to issue the 





lost all claim to the insurance when the 


paid by Herr and the beneficiary 
changed and that Ruckel was not en- 
titled to the money. 





No Ruling on Stock-With-Policy 


The Kansas supreme court has refused 
to decide whether or not the Kansas 
department could refuse to license a 





with-policy plan. When the Union Na- 
tional Life of Kansas City was organ- | 
ized it was operating on that plan and | 
the department refused to license it on | 
the ground that the plan was illegal | 
and against the best interests of insur- | 
ance. The company secured an order | 
in the district court of Shawnee county | 


license. The case was appealed to the | 
supreme court and while the case was 
pending the company sold out to the | 
} 
| 


| Federal Reserve Life of Kansas City. 


The company then had no further in- | 
terest in the lawsuit and the appeal | 
was dismissed without a decision of this 
important question. 





Postpone St. Louis School 
The life insurance school to be con- 


| 
J 
| 
| 
| 
Christian Association of St. Louis with | 
the cooperation of the Life Underwriters | 
Association of St. Louis and the Na- | 
tional association has been postponed | 
until Nov. 20. Earl Wyatt, assistant | 
state manager for the Phoenix Mutual | 
Life, will conduct the course with the | 
assistance of the general agents, man- 
agers and home office officials of the | 
various insurance companies in _ St. | 
Louis. 





“y” Course at Minneapolis 


The annual course in life insurance 
conducted by the Minneapolis Y. M. C. 
A. began Nov. 18. H. W. Carr of the 
Connecticut General Mutual is in charge. 


Hold Illinois Meeting Dec. 5 


The organization meeting of the pro- 
posed Illinois State Association of Life 
Underwriters, which was to have been 
held this week has been postponed and 
will be held in Springfield, Dec. 5. Ches- 
ter O. Fischer of Peoria is one of the 
leading spirits behind this movement. 
The first preliminary meeting was held 
at Kansas City at the time of the Na- 
tional association convention. 


Will Attend the Meeting 


President Frank L. Jones of the Na- 
tional Association of Life Underwriters 
will attend the annual meeting of the 
Association of Life Insurance Presidents 
in New York early in December. 








Founded: 1867 OF IOWA Hame Office: Des Moines 





Satisfied Policyholders 


More than 67% of all insurance written by 
this company since 1867 is still in force to- 
day. What better evidence could there be that 
policyholders appreciate the “golden rule” 
service of Iowa’s Oldest Company? 


Men desiring to become agents for a good, 
old line company will realize the advantage of 
a contract with this company of satisfied 
policyholders. 


EQUITABLE LIFE 


INSURANCE COMPANY 




















What Do You Sell? 


Service, Company, or Policy i 
—which? 


All three are important, of course. But to 
our mind the policy is especially so. If 
you agree that the actual contract itself is 
deserving of careful attention and compari- 
son on the part of the agent, we invite you 
to consider seriously the United Life policy, 
“A Policy You Can Sell.” 


Any natural death.........+.+++- $ 5,000 
Any accidental death.........+++ 10,00° 
Certain accidental deaths......... 15,000 


Accident Benefits $50 per WEEK. 
Also Disability Income, Waiver of 
Premiums, etc. 








| ALL IN ONE POLICY. 





If there is an opportunity open in your 
town, our Vice-President, Mr. Eugene E. 
Reed, will tell you all about it. Write him 
direct—and directly. 








UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


Concord New Hampshire 


LL. Inquire! i. 





| IN THE SOUTH AND SOUTHWEST 














BUYS UNITED MUTUAL LIFE | 





First Texas Prudential Is Expanding 
Rapidly in the State .Through Re- 
cent Company Acquisitions 





DALLAS, TEXAS, Nov. 18.—The 
ist Texas Prudential of Galveston 
continues its policy of expansion. This 
week it bought the United Mutual Life 
of Dallas with insurance in force 
amounting to something like $800,000. 
his business was taken over by the 
D veston company. Commissioner 
aniel has approved the reinsurance 
Contract. The charter of the Dallas com- 
pany was not cancelled. The Galveston 
company owns it and there is a report 
m imsurance circles that the Galveston 
Concern will retain the charter and prob- 








ably write business under it at some 
future date. 

In announcing the sale of the United 
Mutual to the Galveston company, it 
was said the Dallas concern was en- 
tirely solvent, but that it needed more 
money for operation and it was thought 
best to dispose of the business rather 
than to incur the heavy expense of ex- 
panding activities. 

Recently Bought Other Companies 


The First Texas Prudential recently 
bought the Union Mutual of Houston 
and prior to that had bought a com- 
pany at San Antonio. The merger of 
these three companies with the Galves- 
ton concern makes it one of the largest 
in the state. The First Texas Pruden- 
tial was formerly the First Texas State. 
Controlling interest is owned by the 
Kempners, one of the strongest finan- 








A Wider Field— 
An Increased Opportunity 





Wee Tricu toe 
Our Agents Have 








Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family's 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 


ipating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 
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WHY TAKE A CHANCE? 


YOUR RENEWALS are equal to the interest 
income on an investment of the sum of all the first 


were making an investment of this amount you would 
be very careful about the security. You wouldn’t 
want some one ahead of you with a prior claim. 


IF YOU LOSE YOUR RENEWALS IT 
MEANS THE SAME THING TO YOU AS 
LOSING THE PRINCIPAL WHICH WOULD 
PRODUCE YOUR RENEWAL INCOME. 


The Columbus Mutual Life Insurance Company 
offers a VESTED RENEWAL CONTRACT, DI- 
RECT with the Home Office. Also liberal commis- 
sions, automatic increases for volume, unrestricted 
territory, unlimited opportunity to develop personal 
or agency production, free from jealous interference 
or hampering restrictions. 


PERFECTED ENDOWMENTS are auto- 
matically, Ordinary Life if you die; optionally, Lim- 
ited Payment Life if you live; guaranteed endow- 
ments at age 65. 


The Columbus Mutual Life | 


Insurance Company 
580 E. Broad St. 
Columbus, Ohio 


year premiums on the business you write. If you | 


YOU CAN’T AFFORD IT! | 



















So 


——. 








C. W. Brandon, President D. E. Ball, Vice-President and Secy. 

















q If your present opportunities in the life in- 
surance business are limited to personal pro- 
duction, our agency contract will interest you. 
It offers better than general agency opportuni- 
ties, vested renewals and low cost insurance. 


q Exceptional opportunities are open in Min- 
nesota and Ohio and a few in Wisconsin. 
@ Check up our record. 


Natiygegonailge 
Gardian jif 


-Home Office, Madison, Wis. 





— 











south. 


E. Guest, former secretary 


company recently organized by William 
Bacon and associates. 


Oklahoma Sales Congress Plans 


Fred S. Goldstandt, president of the 
Oklahoma ,Association of Life Under- 
writers, has announced the appointment 
of a committee to arrange for alli gen- 
eral agencies to hold their annual meet- 
ings in Oklahoma City during the an- 
nual state sales congress in January. 
This action was taken to stimulate at- 
tendance at the sales congress. Among 
the speakers secured for the occasion 
are Frank L. Jones president of the 
National association; Chancellor Lind- 
ley of the University of Kansas, Hugh 
D. Hart of the Aetna Life, New York, 
and Josh Lee of the University of Ok- 
lahoma. George Lackey is chairman of 
the committee, which comprises T. J. 
Lucado, R. E. Leonard, E. G. Bewley 
and Minor Morton. 


Broadcasting Health Program 


The Southland Life of Dallas is now 
broadcasting through a Dallas station 
a health program every evening. These 


cial and cotton factor concerns in the 


; and 
treasurer of the United Mutual Life, is 
now connected with the Union Stand- 
ard Life of Dallas, a new old line stock 


—= 


radio health programs are designed fo 
the average man and woman who wan 
exercise and can not get it because of 
crowded conditions in the city. The ex. 
ercises are in charge of a former foot. 
ball star of national reputation. [|p 


addition to the health program the 
company is also broadcasting health 
suggestions. 


The Southland announces those who 
apply for radio charts to take the ex. 
ercises suggested need not fear their 
names will be given any insurance agent. 
The venture is purely and simply for 
beneficial results and names of those 
accepting the suggestions wil! not be 
divulged by the company. 





Fire in Amicable Life Building 

Fire of unknown origin, starting op 
the 22d floor of the Amicable Life build. 
ing at Waco, Tex., did damage to the 
building and contents on that floor esti- 
mated at $50,000. The blaze started ip 
the stock room of the Amicable Life and 
consumed stationery, filing devices and 
miscellaneous articles of the company. 
The big building has its own wells and 
this aided the firemen in fighting the 
blaze so far above the street. 


Dr. Roland A. Behrman, assistant med- 
ical director of the John Hancock, was 
in Indianapolis last week and made spe- 
cial inspections and examination of sub- 





standard cases for the local office. 








[ PACIFIC COAST AND MOUNTAIN FIELD | 
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PUSHING ACCIDENT BUSINESS 





W. M. Hammond of Los Angeles 
Thinks It Belongs to Life Under- 
writer's Field 





LOS ANGELES, CAL., Nov. 18.— 
Wilmer M. Hammond, for ten years 
general agent in Chicago of the Equit- 
able of New York, which position he re- 
signed last April to become general 
agent at Los Angeles of the Aetna Life, 
is achieving marked success in his new 
field. His agency will account for a 
paid production of new life insurance 
for 1925 conservatively estimated at $18,- 
000,000, and in accident and health pre- 
miums the total for the year will amount 
to approximately $72,000. 

The position is taken by Mr. Ham- 
mond that accident and health coverage 
is the insuring of human value and 
therefore should properly be included in 
the responsibility of the life under- 
writer to his client. Because of this, the 
accident and health branch as a sep- 
arate department of the agency was dis- 
continued several months ago and all 
members of the agency staff are now 
trained to stress the application of the 
principles involved by presenting the 
complete service to prospects that finds 
expression in Aetna protection. The re- 





sults following this change have con- 
firmed the wisdom of its adoption. 





Merchants Life Coast Appointments 


L. C. Vandecar of Glendale, Cal., has 
been appointed San Fernando valley 
agent for the Merchants Life of Des 
Moines. H. L. Porter, general agent at 
Los Angeles of the Merchants Lite, has 
opened a branch office in the Security 
Bank building, Long Beach, with Walter 
Loupe in charge as manager. 

These appointments are announced by 
E. P. Perrine, superintendent of the 
western department of the Merchants 
Life, whose headquarters are in Los 
Angeles. 


Pacific Mutual’s San Francisco Meeting 


Arthur J. Parsons, vice-president of 
the Pacific Mutual Life, will be in San 
Francisco Nov. 23 to conduct an agency 
meeting which will be attended by com- 
pany representatives in the morthern 
California district. 





Goes to Home Office 


Mark C. Meltzer, for the last few 
years inspector of agencies of the Equit- 
able Life of New York on the Pacific 
coast, has been transferred to the home 
office. 











IN THE ACCIDENT AND HEALTH FIELD | 





all 











SPLENDID RECORD WAS MADE 





Aetna Life Announces the Results of 
Its 75th Anniversary Protection 
Drive Contest 





HARTFORD, CONN., Nov. 18.— 
The 75th anniversary income protection 
drive, held during October by the Aetna 
Life affiliated companies as one of the 
features commemorating the diamond 
jubilee year, exceeded by 64 percent the 
largest accident and health insurance 
production record in the history of the 
company. The response was not con- 


fined to any one section of the country, 
according to the returns, as virtually all 
agencies reported big increases for the 
31-day period. 

At the beginning of the campaign 
each general agency and branch office 





was placed in competition with some 





other agency. This inter-city rivalry 
aroused an unusual degree of enthusi- 
asm throughout the agency force. The 
scores were determined by a point sys 
tem which allowed one point for each 
$1 of premium obtained in October, 
and ten points for each risk. 


Introductory Letter Plan 


A feature of the campaign was the 
so-called “introductory letter plan, 
whereby the company circularized lists 
of prospects submitted by the agents 
prior to the opening of the drive. Each 
agent was asked to submit the names 
of 20 prospects. He was given a SP& 
cial blank for this purpose and was 
asked to have his list in the hands o 
the agency department at the home ol- 
fice not later than Sept. 26. An intro 
ductory letter was sent from Hartfor 
to each of these prospects, and resulted 
figuratively speaking, in paving a 
thousands of miles for the agents Ww"? 
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Actuary Wanted! 


( 
i 
( 
We want a young actuary to come and grow 
{ with us. We offer a real chance for some fellow 
to grow into something worth-while. 
i 
{ 
( 
( 


THE TOLEDO TRAVELERS LIFE INSURANCE COMPANY 
TOLEDO, OHIO 


Orson C. Norton, President 


a 
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(HP) The MEDICAL LIFE 


Who considers every living person insurable upon 
some basis has just entered Illinois and South Dakota 
and has some very desirable territory open and is 
offering some very attractive Agency Contracts. 


Address inquiries to: 
F. H. Wight, State Agent, 
417 Citizens National Bank Bldg., 
Decatur, Illinois. 


and W. R. Leisure, State Agent, 
P. O. Box, 
Sioux Falls, South Dakota. 
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ICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 


I. G. LONDERGAN 
Vice Pres. & Gen’! Mgr. 














the prospect and down to the control 
of the cash after the prospect has 
passed on. 
es @ ‘s 
Fort Wayne, Ind.—Dr. C. J. Rockwell, 
head of the school of life insurance 
salesmanship at the University of Pitts- 
burgh, spoke to the members of the Fort 
Wayne association and their guests last 
week. The Fort Wayne life under- 
writers extended an invitation to every 
life insurance salesman in the northern 
part of the state to attend, whether 
members of the association or not 
2 2. 2 
‘Los Angeles, Cal.—The Los Angeles 
association in announcing the program 
of its monthly dinner this week stated 
that the event would be a joint meeting 
of life insurance men with the bankers 
and trust officers of the city, featuring 
a discussion of interests common to a 
large degree to both institutions. Will 
G. Farrell of the Penn Mutual was to 
deliver an address on “Life Insurance 
and Trust Companies,” while Senator L. 
H. Roseberry, vice-president of the Se- 
curity Trust & Savings Bank, manager 
of its trust department and formerly 
chairman of the Trust Company Associa- 
tion of California was to talk on “Trust 
Companies and Life Insurance,” followed 
by a presentation of the life insurance 
Playlet, “Thy ‘Will’ Be Done,” written 
by Louis Ullman, manager of the life 
department of the Behrend-Levy Com- 
pany, which was given its premiere at 
the Kansas City convention of the Na- 
tional association and made a big hit at 
that meeting. The cast is as follows. 
Chas. A. Henderson, trust officer, George 
W. Ayars; Robert W. Davis, life under- 
writer, Percy P. McNab; Grace M. Wil- 
son, widow of Geo. A. Wilson, Alice M. 
Irish; Edward T. Jackson, surviving 
partner of Wilson & Jackson, Roy Ray 
Roberts; George A. Wilson, deceased 
partner of Wilson & Jackson, Alex 
Dewar. 
* * x 
Milwaukee, Wis.—The Milwaukee as- 
sociation heard an interesting talk on 
the werk of the National association 
given by Frank L. Jones of Indianapolis, 
at its meeting Nov. 17. Mr. Jones is the 
national president and a farge attend- 
ance was at the meeting to greet him. 
* * * 
Saginaw, Mich.—John A. Reynolds of 
the Union Trust Company, Detroit, told 
members of Saginaw association last 
week that bankers are only too willing 
to cooperate with the present-day effi- 
cient life insurance man. He declared 
that both banking and the insurance 
business are changing and each is see- 
ing more clearly the function of the 
other. 
“If insurance men will go into the 
banks now,” he said, “they will find that 
bankers will come out of their shells and 
cooperate with them. The trust com- 
pany and insurance company are not 
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competitive. Because it was thought 
that competition existed, these two great 
financial institutions have been kept 
apart for years. It is now time this 
misconception is corrected. 
“Much insurance money paid to bene- 
ficiaries is wasted. In some cases as 
much as 90 percent of the payments is 
dissipated without being of any perma- 
nent benefit to the person to whom pay- 
ment was made. There are thousands 
of sharpers and tricksters who live by 
following closely payments of life insur- 
ance and preying on the beneficiaries. 
The trust company safeguards against 
these losses.” 
The resignation of F. J. Hinkle as 
secretary of the association was accepted 
and Donald D. Smith was appointed to 
finish out the term. 

* * * 
Buffalo, N. Y.—James Elton Bragg, 
vice-president of the Manhattan Life, 
spoke before the Buffalo association 
Friday noon, giving his talk on service 
to the policyholder and prospect. 
Mr. Bragg departed somewhat from 
his usual talk to condemn those older and 
more successful men who are accustomed 
to cast reflection on insurance schools, 
holding that insurance training must 
be of a more practical nature. These 
men do not realize it, he said, but they 
are using the same methods and doing 
the same things that are taught students 
at the insurance schools. They are old 
timers who have learned the things to 
do and not to do in the hard school of 
experience and they cannot comprehend 
the truth that it is now possible through 
the schools for a young underwriter to 
avoid years of discouraging wasted effort 
and: mistakes. 
A resolution of sympathy in the death 
of Lawrence Woods of Pittsburgh was 
adopted and forwarded to his brother, 


pledged its support to Albert Dodge 
Buffalo life insurance man, who is to 
a candidate for director of the Buf 
Automobile Club. 

x * * 


Lansing, Mich.—George N. Harris, », 
pervisor of the field service bureay ¢ 
the Sun Life of Montreal, will be t, 
speaker before members of the Lansing 
association, non-affiliated life agen, 
and wives of association members, at, 
special dinner meeting planned {fy 
Friday of this week. The associatig 
has invited all life agents in the cit 
to attend the rally, one of the first » 
the winter season affairs sponsored ly 
the organization. 

*x* * * 

Denver, Colo.— James Elton Bragg 
vice-president of the Manhattan Lif 
will be the chief speaker at the Dec} 
meeting here of the Colorado associ. 
tion. During his visit to Denver, & 
Bragg will also speak before meeting; 
of the local chamber of commere 
luncheon clubs and other civic organiza. 
tions. 


ce & 
Kansas City, Mo.—At the meeting of 
the Kansas City association, Nov. & 


J. E. Bragg, vice-president of the Map. 
hattan Life, will speak. Mr. Bragg spok 
at the national convention in Kansas 
City in September. 


* * * 
Waterloo, Ia—L. D. Fowler, agency 
supervisor for the Connecticut Mutu 


Life in Des Moines, was speaker at th 
monthly meeting of the Waterloo asgso- 
ciation, “Cooperation of Life Insurance 
and Trust Companies” was his theme 
He told the Waterloo members that — 
percent of the estates left at death ar 
in life insurance policies and that 
percent of the estates left are squan- 
dered in from five to seven years. “The 
banks and trust companies are beginning 
to realize that by cooperation they cas 
assist in the conserving of a man’s 
estate. The trust company cannot per- 
form a 100 percent service to its clients 
without a life insurance company and: 
life insurance company cannot give a IW 
percent service without the trust com- 
pany,” he said. 
x * * 

St. Louis, Me—One of the best pro- 
grams in the history of the St. Louis as- 
sociation has been prepared for th 
meeting, Nov. 24. 

Frank L. Jones, president of the Na- 
tional association, will be the principal 
speaker, on “Cooperation Between Life 
Underwriters and Trust Companies.” 
This subject will also be discussed from 
the banker’s viewpoint by Thomas C 
Henning, chairman of the trust company 
division of the American Bankers Ass0- 
ciation and vice-president of the Mer 
cantile Trust Company of St. Louis. His 
text will be “The Mutuality of the Prob- 
lem.” 

The program will also include the 
playlet, “Thy “Will’ Be Done,” which was 
presented at the national convention 2 
Kansas City. The various trust com- 
panies of St. Louis will be represented 
and all insurance men are urged to at- 
tend whether members of the association 
or not. 

ae 

Minneapolis, Minn —J, Walker Godwin, 
general agent of the Penn Mutual, and 
Ralph Hamburger of the Northwester 
Mutual, were the headliners in a little 
burlesque enacted at the November meet- 
ing of the Minneapolis association. The 
meeting was held in the evening instead 
of at noon to accommodate many mem 
bers who did not feel able to get away 
from work in the middle of the day. 
The plot in the Godwin-Hamburée 
playlet centered about an attempt 
the part of J. Walker to sell a life in- 
surance policy to Hamburger. The 48 
gressive and persuasive Godwin brought 
into play all the skill and resourcefulness 
that have made him one of the successfu 
writers of Minneapolis and his prospec’ 
thoroughly versed in all the excuses = 
evasions that the average man relies © 
in arguing with a life insurance - 
made the wily Penn Mutual peer 
agent “do his stuff” in a way that test 
his ability to the utmost. : the 

The other major attraction of “ 
evening was an address by _ 
Deutsch, a leading attorney of Min® 
apolis. 


Favor Group Cover for Police ? 
The board of police commissioners = 
St. Louis has recommended that the “a 
bers of the police department there “4 
out group life and accident insurance 
protect the members of the depart 
in preference to the current aye ee 
distributing funds through the 





Edward A. Woods. The association 











Relief Association. 
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SOME LESSONS THAT CAN BE 


LEARNED FROM THE RECORD BREAKERS 





URING the last year or two, there 

has been a great deal of interest 

in breaking records for production. 
This has taken many forms, including 
records for volume produced in a given 
period and for number of applications. 
At this time a year ago, life underwriters 
were exceeding previous monthly rec- 
ords every month. This year it seems 
to be the daily totals that are being as- 
saulted. This trend is a healthy sign 
for it represents the capitalization of the 
enthusiasm which the companies have 
imparted to their men. 


Must Increase Their Business 


The life companies know that to 
progress and to lower the cost of in- 
surance, they must increase their total 
yolume of accepted business from year 
to year. It is not sufficient to main- 
tain an even production from year to 
year. Such a condition would destroy 
the present organizations for they are 
geared to increase their volume. So 
through agents’ conventions, house or- 
gans, special campaigns and _ other 
means, the companies strive to raise the 
vision of their solicitors to the possi- 
bilities of financial reward. 


Seott Started the Procession 


It is not a matter for wonder that the 
alert minds have reached for and at- 
tained the outstanding successes that 
have been recorded in recent months. 
The first inspired agent was H. Eldon 
Scott, representing the New York Life 
at Demopolis, Ala., who wrote 176 ap- 
plications in 30 days. Yet Ernest 
Houghton of Rochester wrote 690 in a 
similar time. 


Three Years’ Business in a Week 


Discussion of the value of these feats 
has kept pace with the records them- 
selves and “Doubting Thomases” have 
arisen on all sides who question the 
value of such intensive work. For every 
record broken, there are a dozen tries. 
Not every marathon runner is a Nurmi, 
and every odds-on favorite at the track 
is followed by a number of also-rans, 
that nevertheless put up a very credit- 
able performance, considered on the 
basis of their individual run. 

Many companies and not a few 
agencies have an “App-a-Week” Club, 
feeling that if an agent turns in an ap- 
plication that often and with regularity, 
he is satisfactory, and assured a cer- 
tain degree of success in the business. 
Accepting 52 applications a year as a 
standard of a successful agent, the man 
who writes 176 applications in 30 days 
has crowded 3.4 years’ business into a 
single month, and 161 applications in a 
single day represents three and oge- 
tenth years’ production. 


Must Use All Resources 


Just consider these astonishing accom- 
Plishments for a moment. It will be 
evident at a glance that the record 
breaker must work with every resource 
at ble command. He must call on his 
policyholders, friends, members of 

€ organizations to which he belongs. 

€ must enlist the services of the press. 
= must sell individuals. He must also 
create the sympathetic interest of the 
anny to succeed. In other words, 
lt mehy is one of the first aids en- 
= - Distinctly the would-be record- 
ead must make himself “the man 

©” in the eyes of his prospects. 


Lead to New Contacts 


; Re g favorable attention, even if di- 
-_ towards him for a short period, 
poe x way of sticking far beyond the 
eait M the drive for applications, espe- 
with the agent is worthy. The man 
yo . courage and energy to go after 
side can very readily achieve as a 
ee to his attempt a place of 
minence in the community life of the 
teen where he lives and works. It is 
ely necessary to add that this will 











lead to new contracts and prospects and 
increasing business. 
Establishes the New Agent 


No better way of establishing himself 
can be suggested to a solicitor who is 
just beginning his work as a life sales- 
man, Granted that he knows what in- 
surance is for and how it works and 
that he has had some practical field 
work, he will find that his money in- 
vested in a strenuous campaign to break 
a record will not only pay him handsome 
profits financially but that when the de- 
tails of the work are finished, he will be 
established in the business of selling life 
insurance on a scale that generally takes 
agents years to attain. 


Jerome Clark’s Research 


Jerome Clark, assistant superintend- 
ent of agencies of the Union Central, 
recently conducted a research through 
the records of the agents of his com- 
pany to determine what number of men 
constituted a clientele for a successful 
agent. His inquiry brought out several 
interesting points, one of them being 
that apparently the more successful the 
agent, the fewer number of people he 
cultivated. One man was found to 
limit himself to 100 men. He felt that 
that number was all that he could care 
for and give intelligent consideration to 
their needs, From this number of pros- 
pects, this man produces $1,000,000 a 
year, 


Record Breaker Secures Clientele 


Those agents who attempted to cover 
a very large number of prospects had 
too large a proportion of “suspects” on 
their list. Their effort was found to be 
so scattered that they could not close a 
large enough percentage of their inter- 
views to make themselves financially 
successful nor could they give the at- 
tention to those they did close to get 
the increases on which successful agents 
rely for the normal growth of their 
yearly volume. 

Coupling Mr. Clark’s remarks with 
those on record breaking efforts empha- 
sizes the position a solicitor has earned 
when he shall have completed a drive 
aimed to break a record. He will have 
in his grasp all the essentials for per- 
manence and success in the life insur- 
ance profession. He will have a long 
list of policyholders which will be the 
one great asset for his future. Con- 
tinued work among them will certainly 
result in volume, and that is what agents 
must get to stay in the business. 


H. Eldon Scott’s Views 


To determine the lasting value of a 
record breaking campaign, the follow- 
ing opinion of H. Eldon Scott, who 
made his mark in April, 1924, will have 
considerable weight: 

“TI will say that most of the business 
written by me last April has stayed on 
the books. A majority of these people 
were representative business men of 
Demopolis and most of them I had 
written before. I think the record of 
last April has absolutely helped me 
from every standpoint as it gave me 
more advertising than I could have 
bought for $10,000. My business comes 
easier all the time.” 


October Was Big Month 


The paid-for business of the Equitable 
Life of Iowa last month was $6,326,438, 
the largest paid-for production of any 
October in the history of the company. 
This was a gain of $1,400,000 over the 
paid-for business in October, 1924. This 
is the fourth consecutive month in 
which the paid-for business of the com- 
pany has exceeded that of any corre- 
sponding month in its history. The 
Rice & Tyson Agency at Harrisburg, 
Pa., was the leader last month with 
paid-for business totaling $375,750. 





PUBLIC LIFE 
INSURANCE 
COMPANY 


Chicago, Illinois 


Assets over $725,000.00 
Unassigned funds over $350,000.00 


Top Ist year and Renewal Commissions 
for Brokers’ Business 


Any amount up to $100,000.00 
No menea’ = <q Same Rated for All 


and Female 


Standard and Substandard Business Accepted 


Service you can depend upon 


$2,000.00 Non-medical to age 50 


Home Office—1400 W. Washington Blvd. 
Agency Office—108 S. La Salle St. 


ALFRED CLOVER, President 

















MINNESOTA 
NEBRASKA 


Unusually attractive General Agency 
contracts, direct with the Heme Office, are 
now available in Minnesota and Nebraska. 

Non-participating life, group, salary de- 
duction and accident and health insurance. 

Tbe Company showed a gain of over 50% 
in insurance in force last year, its twelfth 
year. There is a reason. 


Write 
GEM CITY LIFE INSURANCE COMPANY 


I. A. Morrissetr, Vics Pres. 
DAYTON, OnIO 
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Psychology as Sales 
Factor Is All ‘‘Bunk,”’ 
Sales Expert Declares 


N an address delivered before the Ad 
Club of Los Angeles, B. J. Williams, 
director of sales of the Paraffine 

Companies of San Francisco, psychol- 
ogy as applied to salesmanship was 
given a blow in the solar plexus when 
he declared that no salesman ever 
achieved permanent success on the psy- 
chological principle of hypnotizing cus- 
tomers into buying merchandise which 
they neither need nor want. ‘This is a 
subject that should be interesting to all 
life insurance salesmen, as “psychology,” 
“the psychological moment,” etc., as 
features of successful salesmanship in 
the placing of life insurance, have been 
considered of great importance. In his 
remarks, Mr. Williams said: 
“Psychology” Not Factor 


“Among the greatest grafters in our 
country today are those who preach that 
salesmanship is based on psychology. 
The sooner sales managers rid their 
minds of the idea that salesmen are 
made over night and that salesmanship 
is a refined type of burglary, the better 
it will be for legitimate business. In 
my 30 years of experience, during which 
I have employed thousands of salesmen, 
I have never known a successful sales- 
man whose achievements were based on 
psychology. Success is based on char- 
acter and I would not take ten minutes 
to try to develop a salesman in whose 
moral nature and training I had no con- 
fidence. We sales managers will do well 
to remember that the salesman is more 
than a representative of the house whose 
product he sells. The salesman is the 
firm, and a crooked salesman in a given 
community can destroy the reputation 
which has taken a company forty years 
to establish, I have never known a 
permanently successful salesman who 
was not morally sound. 


Cooperative Service to Society 


“Business is not a battle, it is co-op- 
erative service to society. The primary 
purpose of business is the welfare of 
humanity. The sales manager, there- 
fore, should make it his-business to be 
sympathetic and just in his dealings 
with the men who work under him and 
with him. He should regard the sales- 
man as his partner, tell him the secrets 
of the firm, consult him as to plans, see 
that he is well paid and cooperate with 
him in every way. The sales manager 
and his firm cannot succeed unless the 
salesmen succeed also.” 


Mention Taylor for Blackburn Post 


Although it had been discussed among 
companies holding membership in the 
American Life Convention, since the 
meeting of that organization in Louis- 
ville, it remained for a Richmond daily 
newspaper, the “News-Leader,” to break 
the news that Charles G. Taylor, Jr., 
assistant manager and actuary of the 
Life Presidents Association, had been 
mentioned as a possible successor to 
Thomas W. Blackburn, who will retire 
next year as secretary of the American 
Life Convention. 

Mr. er was president of the 
American Life Convention in 1920. He 
is not only known personally to a large 
majority of the executives of the com- 
panies belonging to that organization, 
but he is thoroughly conversant with 
the affairs of the convention, 





Missouri State’s Group Contest 


The Missouri State Life has launched 
a six weeks’ group insurance contest, 
Nov. 15 to Dec. 31, and will award hand- 
some watches to the agent who writes 
the largest volume of group premiums 
and the man producing the largest num- 
ber of group applications, and also to 
the runner-up in each class. No agent 
may win more than one prize. In the 
event of a tie for either position or class 
a prize of the same value will be awarded 
to each agent in the tie. 





DIVIDEND SCHEDULE OF THENEW YORK LIFEFOR 192 


The 1926 dividends of the New York 
Life will be distinctly higher than those 
for 1925, and higher still compared with 
those of 1924. The ordinary life divi- 


dend according to the 1924 scale at age 
25 was $4.69 and under the 1926 sched- 
ule is $6.24. At age 35 the dividends 
are respectively $5.92 and $7.63; at 45, 
$7.54 and $8.82, The 1924 and 1926 


Age 2nd = 3rd 4th 5th Ex. 





10. cece $5.65 $5.70 $5.75 $5.81 $1.59 
) > ee 5.68 5.73 5.78 5.84 1.62 
12... 5.69 5.74 5.80 585 1.65 
18. 200. 5.72 5.78 5.85 5.88 1.68 
14. cose 5.74 5.81 5.85 591 171 
15. ..0% - 5.77 5.81 5.87 5.93 1.74 
16 ++. 5.78 «66.84 866.89 5.94 1.77 
DS rr 5.81 5.86 5.91 5.99 1.81 
1B. cscs 5.84 5.89 5.95 6.03 1.84 
19. cee 5.84 6.91 5.99 6.09 1.88 
ees 5.87 5.95 6.06 6.16 1.92 
Bl. cece 5.9 6.01 612 6.24 1.96 
) ey 6.98 6.09 6.22 6.36 2.01 
: eee 6.06 6.18 6.32 6.48 2.05 
BE. wccce 6.14 6.28 643 6.60 2.10 
25...60. 6.24 640 656 6.75 2.15 
36. ..006 6.3 6.51 6.69 6.88 2.20 
|) eee 6.47 667 6.84 7.03 2.26 
) ee 6.62 6.81 7.00 7.20 2.31 
29... .0ee 6.74 694 7.15 7.33 2.37 
$0... .006 6.91 7.12 7.30 748 2.44 
31....4- 7.06 7.24 7.43 7.62 2.50 
| 7.20 7.39 7.58 7.75 2.58 
Pere 7.36 7.54 7.72 7.89 2.65 
84.006 7.51 7.67 7.84 8.02 2.73 
| aes 7.63 7.79 7.98 8.15 2.81 
| eee 7.75 7.93 8.10 827 2.90 
Teccces 7.89 8.06 8.22 8.39 2.99 
38...... 8.02 818 835 848 3.09 
res 8.14 3.31 8.46 8.62 3.19 
40. .c00- 8.27 842 8.58 873 3.30 
41...... 8.36 8.53 869 8.84 3.42 
eee 8.4 8.63 8.78 8.95 3.54 
Sicccee 8.6 8.75 8.93 9.08 3.67 
44. ccs 8.70 887 9.04 9.22 3.81 
4B. cece 8.82 8.99 9.18 9.37 3.96 
46. +. 9.09 9.28 9.48 9.69 4.11 
47. ccs 9.38 9.59 9.81 10.02 4.28 
) eee 9.6 9.91 10.14 10.37 4.46 
. | eee 10.00 10.24 10.49 10.73 4.65 
50 10.35 10.60 10.86 11.12 4.85 
10.71 10.97 11.25 11.52 56.06 

. 11.38 11.67 11.96 5.29 

11. 11.82 12.13 12.43 5.54 

° 12.28 12.60 12.92 65.80 

BB. ceee 12.42 12.75 13.09 13.42 6.07 
BC. neces 12.91 13.26 13.62 13.97 6.37 
) Se 13.44 13.81 14.18 14.54 6.68 
58....6- 14.01 14.39 14.78 15.16 7.02 
59......14.61 15.01 15.42 15.81 7.38 
60......15.24 15.65 16.08 16.48 7.77 
° 8.18 

8.62 

9.10 

9.60 

10.15 





7.38 7.59 2.77 
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53......12.84 
64......13.728 


dividends on 20-pay life at ages 25, 35 
and 45 are respectively: $5.91 and $7.48; 
$7.13 and $8.85; $8.61 and $9.93. The 
dividends for the two years on the 20- 
year endowment policy at the same 
ages are: $6.95 and $8.55; $8.26 and $10; 
$9.67 and $11. These three forms repre- 
sent 88 percent of the company’s busi- 
ness. The New York Life will allow in- 
terest on dividends left to accumulate 


ORDINARY LIFE 





6th 7th 8th 9th 10th Ex. i1ith 
$6.02 $6.08 $10.00 $6.13 $6.20 $6.27 $6.37 $6.47 $20.00 $115.5 
0 7 4 35 6 00 . 


-96 
6.00 6.05 6.10 


TWENTY PAYMENT LIFE 





with the company at the rate of 4.6 pe. 
cent. The following table shows th 
1926 dividends for-ordinary life, 20-pay 
life and 20-year endowment policies x 
all ages, the dividends being given fy 
the second to 15th policy years, togethe 
with the extra dividend granted this 
year and the total for the 15 years, a. 
cording to the 1926 schedule, includi 
the three extra dividends allowed: 


12th 13th 14th 15th Ex. 


$5.87 $5.93 $5 

5.89 5.93 0 6.1 6.2 6 6.44 6.56 20 

5.89 5.96 6.01 6.07 6.14 10.00 6.20 6.31 641 6.52 6.66 20.00 

5.95 6.00 6.05 6.12 6.19 10.00 6.30 6.40 6.52 64 6.78 20.00 

5.97 6.01 6.10 6.16 6.26 10.00 6.36 648 6.61 6.76 6.91 20.00 

5.98 6.05 6.12 6.22 6.33 10.00 644 6.57 6.72 6.87 7.05 20.00 

6.02 6.09 6.19 6.30 6.42 10.00 6.55 6.70 6.85 7.03 7.19 20.00 

6.05 6.16 6.26 6.38 6.51 10.00 6.66 682 6.99 7.17 7.33 20.00 

6.13 6.24 6.36 6.49 6.63 10.00 6.79 6.97 7.14 7.32 7.50 20.00 

6.19 6.31 6.45 6.60 6.75 10.00 6.93 711 7.29 7.47 7.64 20.00 

6.28 6.42 6.57 6.72 6.91 10.00 7.08 7.25 7.45 7.62 7.79 20.00 

6.38 6.52 6.69 6.87 7.04 10.00 7.23 7.42 7.59 7.75 7.93 20.00 

6.50 6.66 6.85 7.02 7.21 10.00 7.41 7.58 7.75 7.92 8.08 20.00 

6.64 6.82 6.99 7.18 - 7.37 10.00 7.55 7.72 7.90 805 8.20 20.00 

6.78 6.95 7.14 7.33 7.52 10.00 4.69 7.87 802 817 8.34 20.00 

6.92 7.11 7.31 7.49 7.66 10.00 7.84 8.00 815 832 847 20.00 

7.07 7.26 17.44 7.62 7.80 10.00 7.96 811 8.28 844 858 19.00 

7.24 7.41 7.60 7.77 7.94 10.00 8.09 826 842 856 8.71 18.00 

7.38 7.56 17.75 7.91 8.07 10.00 824 840 854 869 8.82 17.00 

7.52 7.70 17.87 8.02 8.19 10.00 8.35 8.50 866 8.78 8.93 16.00 

7.67 7.84 8.00 8.18 8.33 10.00 848 864. 8.77 8.92 9.04 15.00 

7.79 7.95 8.13 8.29 8.45 10.00 860 8.73 888 9.02 9.14 15.00 

7.92 8.09 8.25 8.41 8.56 10.00 8.70 886 899 9.12 9.28 1500 

8.07 8.23 8.40 8.54 8.68 10.00 8.83 8.97 9.10 9.25 940+ 15.00 

8.20 8.36 8.51 8.66 8.81 10.00 895 9.07 9.23 9.38 9.583 15.00 

8.31 8.47 8.61 8.76 8.91 10.00 9.05 9.19 9.34 9.50 9.68 14.00 

8.43 8.57 8.73 8.87 9.01 10.00 9.17 9.31 9.48 9.65 9.83 14.00 

8.54 8.69 8.83 8.98 9.13 10.00 9.28 9.45 9.63 9.80 10.01 14.00 
*8.66 8.80 8.95 9.11 9.26 10.00 9.43 9.59 9.79 9.98 10.19 14.00 

8.77 8.92 9.07 9.22 9.40 16.00 9.57 9.77 9.97 10.17 10.38 14.00 

8.88 9.05 9.20 9.38 9.56 10.00 9.75 9.96 10.15 10.37 10.59 14.00 

9.00 9.16 9.34 9.52 9.72 10.00 9. 10.13 10.35 10.58 10.82 13.00 

9.12 9.30 9.49 9.68 9.89 10.00 10.10 10.33 10.56 10.80 11.05 13.00 

9.27 9.46 9.66 9.89 10.09 10.00 10.33 10.55 10.81 11.05 11.33 12.00 

9.41 9.62 9.85 10.07 10.29 10.00 10.53 10.78 11.04 11.31 11.58 12.00 

9.59 9.82 10.03 10.27 10.51 10.00 10.77 11.04 11.31 11.59 11.89 12.00 

9.91 10.16 10.38 10.63 10.89 10.00 11.15 11.43 11.71 12.01 12.31 11.00 
10.26 106.52 10.76 11.02 11.29 10.00 11.56 11.85 12.14 12.44 12.75 10.00 
10.62 10.89 11.14 11.42 11.69 10.00 11.98 12.28 12.58 12.89 13.21 9.00 
11.00 11.28 11.54 11.83 12.12 10.00 12.42 12.72 13.02 13.35 13.67 8.00 
11.40 11.70 11.97 12.27 12.57 10.00 12.88 13.20 13.51 13.84 14.17 7.00 
11.82 12.13 12.42 12.73 13.04 10.00 13.36 13.68 14.01 14.34 14.68 6.00 
12.27 12.59 12.89 13.21 13.54 10.00 13.86 14.20 14.53 14.87 15.22 5.00 
12.75 13.09 13.40 13.73 14.07 10.00 1440 14.75 15.09 15.44 7 4.00 209 
13.26 13.60 13.93 14.28 14.62 10.00 14.97 15.32 15.67 16.02 16.37 3.00 21 
13.77 14.13 14.47 14.83 15.18 10.00 15.54 15.90 16.26 16.61 16.97 2.00 2234 
14.33 14.71 15.06 15.42 15.79 1000 16.15 16.52 16.88 17.25 17.61 1.00 230%) 
14.92 15.31 15.67 16.05 16.42 10.00 16.80 17.17 17.54 17.91 “18.27 .... 238i 
15.56 15.96 16.33 16.72 17.10 10.00 17.45 17.87 18.24 18.61 18.97 . 24828 
16.22 16.63 17.02 17.42 17.81 10.00 18.20 18.59 18.96 19.34 19.71 25 
16.91 17.33 17.73 18.14 18.54 10.00 18.93 19.32 19.71 20.09 20.46 268.38 
17.67 18.10 18.51 18.93 19.33 10.00 19.73 20.13 20.52 20.91 21.30 279.8 
18.44 18.89 19.31 19.74 20.15 10.00 20.56 20.96 21.36 21.75 22.15 291.04 

20.62 21.03 10.00 21.45 21.87 22.27 22.68 23.09 . 303.01 


6th 7th 8th 9th 10th Ex. 1ith 12th 18th 14th 15th Ex. Total 
$7.58 $7.80 $8.00 $8.24 $8.46 $10.00 $8.71 $8.97 $9.23 $9.54 $9.85 $17.50 $144. 
7. 7.83 5 8 51 97 


63 8.0 8.28 «8. y : 0 ‘ : 
7.66 7.88 8.10 833 8.58 10.00 883 9.13 9.43 9.75 10.10 17.50 16 
771 791 813 837 8.63 10.00 892 9.22 953 9.87 10.22 17.50 Mie 
7.74 796 8.20 8.44 8.73 10.00 9.01 9.32 9.66 10.00 10.37 17.50 148 
7.76 8.00 824 8.52 80 10.00 9.10 9.42 9.77 10.13 10.52 17.50 14341 
7:81 8.04 8.32 8.59 8.90 10.00 921 955 9.90 10.29 10.66 17.50 15h 
788 8.14 8.42 8.71 9.02 10.00 9.35 9.70 10.07 10.45 10.84 17.50 1538 
7:94 8.21 850 880 914 10.00 9.48 9.85 10.22 10.60 11.00 17.50 1538 
8.02 8.31 8.62 8.94 9.27 10.00 9.64 10.01 10.88 10.77 11.15 17.50 15% 
8.13 8.43 8.75 9.08 9.45 10.00 9.80 10.18 10.56 10.94 11.33 17.50 16.4 
8.22 853 8.37 9.23 9.57 10.00 9.94 10.38 10.70 11.08 11.48 17.50 Ihe 
8.35 8.68 9.02 9.38 9.75 10.00 10.12 10.49 10:87 11.25 11.63 17.50 108 
8.49 8.84 9.17 9.54 9.92 10.00 10.28 10.65 11.03 11.40 11.78 17.50 18he 
8.62 8.96 9.32 9.69 10.05 10.00 10.42 10.80 11.16 11.53 11.93 17.50 1 
8.77 9.12 9.49 9.84 10.20 10.00 10.57 10.93 11.30 11.69 12.07 17.50 108 
8.94 9.29 9.65 10.00 10.37 10.00 10.72 11.07 11.45 11.84 12.23 16.50 Ihe 
9.09 9.43 9.79 10.15 10.50 10.00 10.85 11:22 11.60 11:97 12.36 15.50 ites 
9.22 9.57 9.93 10.27 10.62 10.00 10.98 11.35 11:72 12.10 12.48 14.50 foe 
9.38 9.72 10.06 120.40 10.76 10.00 11.13 11.50 11.87 12.24 12.64 13.50 1% 
9.51 9.85 10.19 10.54 10.90 10.00 11.25 11.61 11.97 12.37 12.76 12.50 me 
9.64 9.98 10.32 10.67 11.02 10.00 11.37 11.73 12:10 12.49 12.89 12.00 tig 
9.77 10.12 10.46 10.80 11.14 10.00 11.50 11.87 12.24 12.63 13.04 12.00 Jeg 
9.92 10.25 10.59 10.93 11.27 10.00 11.63 12.00 12.37 12.77 13.19 12.00 ton 
10.03 10.36 10.70 11.03 11.39 10.00 11.74 12.10 12.50 12.90 13.34 11.00 * 
10.15 10.47 10.81 11.15 11.50 10.00 11.85 12.24 12.62 13.05 13.50 11.00 ime 
10.26 10.58 10.91 11.25 11.60 10.00 11.97 1236 12.77 13.21 13.66 11.00 thoy 
10.36 10.69 11.03 11.36 11:73 10.00 12.10 12.49 12.92 13.37 18.86 10.00 sels 
10.47 10.80 11.13 11.49 11:84 10.00 12.23 12.65 13.09 13.56 14.04 10.00 Jose 
10.57 10.88 11.24 11.59 11.96 10.00 12.34 12.80 13.26 13.73 14.24 10. ~ 
10.67 11.00 11.35 11.72 12.11 10.00 12.53 12.98 13.43 13.93 14.44 10.08 1s 
10.78 11.12 11:48 11.86 12.27 10.00 12.70 13.16 13.63 14.13 14.67 200 jouit 
10.88 11.23 11.60 12.00 12.43 10.00 12.86 13.33 13.81 14.33 14.89 900 jou 

‘36 11.76 1218 12.60 10.00 13.05 13.53 14.04 14.57 15.14 80) joie 
11.13 11.51 11.91 12.33 12.78 10.00 13.24 13.73 14.26 14.81 15.39 
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Maxwell D. Schreiber, who recently 
resigned as superintendent of agencies 
of the Western & Southern Life in 
charge of some 650 men, has been made 
home office representative of the Public 
Savings Life of Indianapolis, Ind. Mr. 
Schreiber started in the insurance busi- 
ness in 1904 as an agent of the Pruden- 
tial. His record in ordinary production 
led to a connection with the Midland 
Mutual Life for three years. About 16 
years ago he started with the Western 
& Southern at Portsmouth, O. Later he 
was transferred to Cincinnati, and in 
1918 became superintendent of agencies. 
He was connected with the Western & 
Southern from 1919 until his recent 
resignation. 

The Public Savings Life of Indian- 
apolis, Ind., has promoted H. L. Shepley 
of Vincennes, Ind. to superintendent 
there. C. C. Kelly of Piqua, O., is pro- 
moted to superintendent to take charge 
of the newly created superintendency at 
Sidney, O. 
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Western and Southern News 


William C. Whitney, formerly super- 
intendent of the Western & Southern 
Life at Ogden Park, Chicago, has been 
promoted to superintendent of agencies 
for division D. Fred W. Taylor, for- 
merly superintendent at Pittsburgh east, 
assumes charge of division C as super- 
intendent of agencies, following the 
transfer of Superintendent of Agencies 
Lewis Stentz to division B. 
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Guardian Life 
The non-medical limit of the Guardian 
Life has been increased from $2,000 to 
$2,500 for all plans except term insur- 
ance, 
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Builders Kaufmann’s 
Our principal strong point is Sy steman 


the will to give a service which S - H Id 

will be appreciated by our own ecurity 0 er 
staff and respected by others. 
is the best leather container on 


Operating in the great State of the market deci : 
gned to provide 
Texas, the Home Office is able a place for Insurance policies, 


oe aeantie ph germ bonds and other valuable papers. 
beatable. Writing all modern Your client will appreciate that 
policy forms, the Company of- such a holder typifies quality 
fers choice territory to Agents service. The goodwill that it 
of ability. creates will be far in excess of its 
cost to you. It helps deliver 
“Conscientious Co-operation extra or ' 

given Ambitious men, with or 
‘without previous experience.” The Price is $2.25 


HOME OFFI . ° 
F. & M BANK BUILDING There is a large size at $3.15. 


Liberal quantity discounts. 


Southern Union Life mn 
OF 


THE NATIONAL UNDERWRITER CO. 
FORT WORTH, TEXAS . CHICAGO 
J. L. Mistrot Tom Poynor Indianapolis « Cincinnati New York 
Vice- 


President 220 E. Ohio St. 420 E. 4th St. 80 Maiden Lane 
Room 619 
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Another Forward Step 


The Salary Savings Plan opens a new and broad field of life 
insurance distribution. This Company has adopted it, and thus 
maintains its front-rank place among the progressive companies 
whose leadership has been gained by vision and initiative. 

This Plan gives life insurance at its best to of salaried 
employees and wage-earners in return for monthly premium pay- 
ments. 

Always room in this organization for men and women who 
have the forward look, and who look with intelligence and in- 
dustry and integrity. Unexcelled service, together with three fine 
monthly agency publications and first-class advertising literature, 
supply’ our representatives with an unsurpassed equipment. 


The Penn Mutual 


Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 











THE OLD LINE 


CEDAR RAPIDS LIFE 
INSURANCE CO. 


| A Good Western Compan y 





! Up-To-Date Policies Liberal Contracts 
Good Opportunities in 
- lowa, South Dakota, Minnesota, Nebraska 


Cedar Rapids 


lowa 














Ls : 
If If 

Territory does make a difference You are a producer 
If If 


Close cooperation is necessary You believe in yourself 
If If 
A friendly interest is needed You want a REAL job 
. 


Write or wire 


S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 

















INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most forms of ORDINARY Policies 
from $1,000.00 to $50,000.00 
with pr payable lly, semi-annually or quarterly 





an 
INDUSTRIAL Policies from $12.50 to $1,000.00 
with premiums able 
CONDITION ON DECEMBER Si, 1924 























TOO MUCH STRESS IS 
PUT ON NEW BUSINESS 


(CONTINUED FROM PAGE 1) 


the agency department is able to exer- 
cise if so disposed upon the operations 
of the life insurance company, such men 
only as have high insurance ideals 
should be entrusted with the responsi- 
bility of agency management. 


Much Stress on New Business 


It has been my observation and expe- 
rience that there have been and still 
are many life company executives who 
are inclined to measure the progress and 
success of their respective companies by 
the new insurance annually written, with 
the result that the agency department 
has been given such a free hand that 
new insurance is not only put on at an 
excessive cost but the free surplus, which 
is the bulwark of solvency, is an an- 
nually diminishing item. 

Investments to Force Business 


Another danger that confronts those 
companies whose greed for business 
blinds them to the need for financial 
strength is that their investments may 
be inclined in the direction of those 
borrowers who dangle before the eyes 
of the agency department a sizeable ap- 
plication as an inducement to the loan. 
We all know that such transactions have 
been frequently completed, and we ‘fur- 
ther know that where the extra induce- 
ment of the premium payment is offered 
these is usually something questionable 
about the security, and that the bor- 
rower considers the insurance premium 
merely as a commission paid in order 
to secure the loan. 


Life Blood Should Be Pure 


Since the life blood of a life insur- 
ance company is its agency organiza- 
tion, it is of vital importance that this 
life blood shall be pure at its source and 
that can be assured only by the upstand- 
ing character and integrity of the agency 
officers, 

Without the agency department there 
would be no policyholders; without the 
policyholders there would be no com- 
pany. Practically all that the policy- 
holder knows about the company in 
which he is insured he has learned 
through the agency department. His 
first introduction to and contact with 
his company is through the agency de- 
partment. He may never meet an 
agency officer, but he meets his repre- 
sentative and by right judges not only 
the agency officer, but all the other 
officers of the company by the character 
and the caliber of its representative. 


Importance of Agents 


I sometimes think that in too many 
of our companies the executives outside 
of the agency department know too lit- 
tle about the activities of the agency 
officers, and fail to realize that their 
own reputations are being built or un- 
dermined through the activities of the 
agents in the field for whose being the 
agency officers of the company are 
solely and entirely responsible. 

We all know that in many home of- 
fices the vising field man, no matter 
how prominent his standing in the eyes 
of the agency department, would be 
much embarrassed to meet the treas- 
urer, some of the vice-presidents and 
the president only to find that so far 
as those executive officers were con- 
cerned the fact of his field service was 
entirely unknown. 


Should Know the Agents 


In what I have said I have no in- 
tention of suggesting that the executive 
officers of a company outside of the 
agency department should bother them- 
selves about the trials and problems of 
the agency officers, but I do think that 
in these days when due to the earnest 
effort and sound thinking of the mem- 
bers of such organizations as this, life 
insurance representatives in the field are 
being sélected and trained with such 
care as to give the business of life in- 
surance a higher standing in their re- 
spective communities that at every op- 


portunity all the executive officers of , 
company regardless of its size shoul 
strive for a personal acquaintance with 
as many of the men in the field as it js 
possible for them to meet and in a meas. 
ure remember. 


Ideal Agency Officer 


The ideal agency officer is one who 
knows his company from the ground yp 
—thoroughly knows and has confidence 
in his superior and fellow officers, and 
having this information and this inti. 
mate acquaintance is willing to stand by 
that company and those officers jus 
as loyally and steadfastly as though he 
himself were personally and solely re. 
sponsible for every existing condition 
and every action taken. 

He must be a sincere man, a man 
who in his dealings with agents has the 
ring of sincerity and fair dealing, show. 
ing equal favor to all and unequal op. 
portunities to none. 


Must Appreciate Difficulties 


He must be deeply appreciative of the 
difficulties which confront the man be- 
hind the rate-book, and from the well 
of his own practical experience and 
knowledge be able to counsel wisely and 
advise intelligently on all the multitude 
of big and petty problems and disputes 
which are forever coming up in an active 
agency organization. 

He must be a man of quick and posi- 
tive decisions, and his oral promise once 
given must be as binding as though re- 
duced to writing. 

He must be intimately acquainted, but 
not grossly familiar, with his agents. 


Little Father of the Organization 


He must be big enough to frankly ac- 
knowledge such mistakes as he may 
make, to take upon his own shoulders a 
great part of the blame for an agent's 
lack of success, and so constituted tem- 
peramentally as to be burdened without 
irritation with the thousand and one 
little complaints and troubles of the men 
who compose the agency organization. 

In brief the sucessful head of an 
agency department is the “Little Father” 
of the organization, and upon his pa- 
tience, forbearance and good counsel, 
and the degree of respect and confidence 
he enjoys of the men under him, depends 
the success and the strength of the 
producing force. 


DIVISION FOR PENSION PLANS 





Metropolitan Life Announces Opening 
of Special Department to Handle 
Such Cases 





Retirement or pension plans have at- 
tained such importance in American In- 
dustry that the Metropolitan Life has 
established a division specializing in an- 
nuities for the retirement or pension 
plans it underwrites. Ingalls Kimball 
has been appointed director of group an- 
nuities to manage the new division. 

A. Hohaus has been made an assistant 
actuary and with a complete staff has 
been assigned to this work. 

Among the retirement plans already 
underwritten by the Metropolitan, which 
will come under its supervision, are 
those of the New York Stock Exchange, 
Western Clock Company, Mirror Print- 
ing Company, Altoona, Pa.; Metropoli- 
tan Life employes, H. K. Wampole & 
Co. of Canada and the St. Joseph Lead 
Company. 

It is believed this is the first insurance 
company in the world to establish such 
a division. 


Sprtiinc the cream of your enthusias® 
on a hardboiled prospect seems like 4 
waste of ammunition, but it always pay 
either in dollars or experience. 


A Loose pulley pulls no load and is only 
a drag on the line shaft. Don't be # 
loose pulley; tighten up the set screws 
of your ambition and pull your share. 


LaucHING is the sensation of feeling 
good on the inside and then showing it ® 





the outside. 
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Ros Valuable Hints on Prospecting and 
Suggestions on Making the Approach and 
Closing the Sale Are Given by a Veteran 


BY EDWARD J. PHELPS, JR. 
Mutual Benefit Life, Omaha, Neb. 


prospects is that of old policy- 

holders. This year 52 percent of 
my cases and 60 percent of my volume 
has been on the lives of old policy- 
holders. The policyholder should be 
made a real friend, Oftentimes he will 
call you on the phone to give you infor- 
mation regarding a prospect. 

Next, in importance, is the endless 
chain system. After your prospect be- 
comes an applicant and you have issued 
the binding prepayment receipt and 
made the arrangements for the examuin- 
ation, say to your applicant, “Mr. Doe, 
you doubtlessly know that all applica~ 
tions for life insurance are inspected as 
to a man’s reputation and character. 
Matters will be expedited in your case 
if you will furnish me with the names 
and addresses of three of your best 
friends or relatives.” After securing this 
information it is followed up after the 

licy delivery is consumated. “Mr. 

joe, you gave me the names of three of 
your best friends, to cover the inspec- 
tion on your application. What is Mr. 
Jones’ line of endeavor? What are the 
names and ages of his children?” After 
having secured the desired information 
as the result of these leading questions, 
in the majority of cases, inasmuch as he 
is proud of the fact that his estate has 
been increased, he will allow you to use 
his name in approaching your three new 
prospects. 


Can Be Followed Out 

in Family or Business 

This idea can be followed out in one 
family or one place of business. For 
instance, I have 56 policyholders in the 
offices of a public utilities corporation. 
The first party I wrote asked me if I 
had ever talked to the superintendent. 
Jpon approaching him I learned that 
he had just a month before added $10,- 
000 through another company. I sold 
him the Mutual Benefit and while he 
hasn't as yet bought from our company, 
he has any number of times referred me 
to men in his employ whom I have writ- 
ten, One day he gave me the names of 
six men who had just received in- 
creases in salary. Within 60 days I had 
written five of them. The point is that 
the other agent did not follow up his 
opportunity and write the supervisors, 
chief clerks, etc. 
, Aeep a strict lookout for increases in 
mcome. In February an increased pos- 
tal pay bill was passed by Congress. 
These men take out small policies but 
their business sticks, Newspapers, trade 
journals, graduation classes are sources 
tom which many new prospects can be 
gleaned. Marriages, births, real estate 
deals and engagements tell you that this 
eed has another need for insurance 
that should be covered. Immediately 
record that pertaining to any of your 
policyholders or prospects on your pol- 
ity record cards. 
a tegard to friends and acquaintances 
the are naturally already sold, you sell 
: em the company and its quality. Of- 
*n a hobby will dead up to a discus- 


Te most prolific source of good 





sicn of their life insurance. If you will 
ask them they will readily give you help- 
ful material regarding employes and 
relatives. They will make your ap- 
proach, often through an introduction 
and a recommendation for your prop- 
osition, 


Get the Father to 
Start His Son Early 


See a father on the birthday of his 
children of insurable age. As you know, 
hardly a day goes by but what some 
one states, “I wish I had _ started 
earlier,” or, “I wish I had made that a 
five or a ten instead of a two.” Keep a 
list of the birthdays of children of pol- 
icyholders and prospects. These cases 
are the easiest to be written. 

One day a friend dropped in to my 
office. He brought in a policy he had 
decided to drop. We went over the con- 
tract together, point by point, just as 
you would deliver a policy, and I advised 
him not to drop it because he couldn’t 
overcome the difference. A few days 
later he came in voluntarily and bought 
some insurance from me. Be construc- 
tive in your criticism, not destructive. 

Lists of members of various organ- 
izations can be secured and afford a 
good field of prospects. In starting out 
in the life insurance business, due to my 
lack of acquaintance, this was my main 
source for getting prospects. 

I have made acquaintances by pick- 
ing up men on the way to the office in 
the morning. Before reaching the busi- 
ness district he will find out what your 
business is and voluntarily tell you 
about his own insurance. 

A man who has been confined by ill- 
ness has had plenty of time to think 
things over. He can very easily be ap- 
proached after his convalescence. 


See if Prospect Will Pass 
for a Larger Amount 


Where a man has wavered between 
buying two amounts of insurance and 
accepted the smaller, ask the examiner 
if he will accept him for the larger 
amount. This is good psychology and 
sets him to thinking. Why shouldn’t 
he buy the larger amount while he is 
still insurable? 

After rendering a service to a policy- 
holder, you will find him in a very re- 
ceptive frame of mind to go out of his 
way to think of some one of his friends 
who needs insurance. 

Zoning your work and calls will save 
a lot of time. Plot the city into sev- 
eral districts. For example, traveling 
men can usually be seen only on Sat- 
urdays. 


Approach Attorney on 

Studying of Contracts 

One day I approached an attorney 
whom I had met in a Y. M. C. A. drive. 
I asked him for the privilege of going 
over our contract and mentioned that 
being an attorney a part of his business 
was the study of contracts; Then he 
could appreciate how liberal and broad 
our contract is. He was not financially 





able to buy but introduced me to a 
young man in an adjoining office and 
sold him the contract for me. 


Showed Life Insurance Need 
to Guarantee an Income 


A Scotchman told me he didn’t need 
life insurance, that he had made enough 
money in potash to take care of his fam- 
ily the rest of their days. This left an 
excellent loophole for an income pres- 
entation. I brought out the fact through 
presenting some local statistics that he 
was among the five percent who had 
been lucky. I asked him if, when he 
passed on to his reward, he cared to 
have his wife invest and be among the 
95 percent who would be unlucky and 
then branched into a guaranteed 
monthly income for life. 

Ask the man who has children if he 
doesn’t want his little girl to have at 
least as good or, if possible, a better 
chance then he has had to make good. 
He will naturally reply in the affirm- 
ative. Generally an appointment is made 
in the evening so that the wife can 
also hear about it and she is the one 
to sell. Of course, she wants her 
daughter to have a college education. 

Tell the man who carries $1,000 or 
$2,000 that you would like to change 
his beneficiary for him. He'll ask what 
you mean. It might just as well be 
made payable to the doctor, hospital 
and undertaker; he wouldn't be leaving 
his wife anything. 


Estimate of Government 
ona Man’s Value 


During the war, the government esti- 
mated the minimum value of a human 
life to $10,000. Most all soldiers were 
single men, but carried the $10,000 al- 
lowed. “Aren’t you, a married man 
with a wife and children, worth just as 
much as the single soldier boy? 

“If you and 999 other men were lined 
up opposite a firing squad and you 
knew that when the command was 
given, ‘Fire,’ eight of you would fail to 
return to your usual vocations, would 
you take out life insurance?” The an- 
swer is usually affirmative. 

“Would you care to invest in some 
triple A securities that would always be 
guaranteed to be worth par?” makes a 
good opening shot for a banker, trust 
company or building and loan men. 

Always approach a man as to meet- 
ing a specific need. Usually he does not 
want any more life insurance, but an 





educational policy or a guaranteed in- 
come to his wife in widowhood is alto- 
gether a different thing in his eyes. 


Blustering Refusal 
Often Not Serious 


One time I told a man I had a propo- 
sition that he would unquestionably be 
interested in hearing about. He sized 
me up as a life insurance agent and 
said he did not want any more life in- 
surance. “Who in the hell gave you 
my name? Why in the hell do I want 
to leave a lot of money to charity or 
somebody else? What idiot sent you 
to see me?” Finally after three tries, I 
sold him because naturally he was pri- 
marily interested in creating an estate, 
even though he was a widower without 
children and had no dependents. This 
estate could be augmented much faster 
through life insurance than by any 
other known method and would be 
guaranteed. 

A very favorable interview failing, I 
elicited the aid of the boss to help me 
in a little strategy. Mr. Prospect was 
a bachelor with no dependents and en- 
joyed a perfect family history. The 
father was still living at age 93. Pres- 
ently the prospect came in to the boss’ 
office. The boss said, “Did you buy 
that life insurance the other day from 
Ed?” “No.” “I have observed here 
recently that your color isn’t too good 
and have decided to send you to Cali- 
fornia for a month's vacation. I think 
it will do you a lot of good.” This 
finally led up to Mr. Prospect’s wanting 
to make a bet he could pass our exami- 
nation. I told him I could not accept 
his bet because that would be a form 
of rebate, but that now was the time 
to buy his insurance while he was en- 
joying good health. With the further re- 
mark that there is a time in most every 
man’s life when he can not buy life in- 
surance for love nor money, he decided 
that he would go up and be examined. 

Classify your prospects as to types. 
With salesmen, for instance, be brief 
and give facts, not sentiment. Ex-life 
insurance agents are easy to sell. An 
engineer or mathematician is interested 
in details and figures. 

If after a very*good interview you 
haven’t sold your man, exact a promise 
from him that when he is ready he will 
give you consideration and that if you 
shouldn’t happen to see him at that 
time, he will call you. Get prepayments 
and do your work only once. 








HOW APPROACH IS MADE FOR 
THE EDUCATIONAL POLICY 





M. BERNSTEIN of the Minne- 

D apolis agency of the Connecticut 
* Mutual Life has been featuring 

the educational policy contract which 
his company offers. His method is to 
find out something about the little chil- 
dren he sees playing and then to hunt 
up the fathers. He approaches the 
father with the attitude that he will un- 
doubtedly send his little boy to college 
in due time, taking it for granted that 
the father has no other thought. He 
then explains how, statistics show that 
80 percent of the fathers live to see their 
boys through school, but that his com- 
pany will positively insure the fund for 
the boy’s college education and in such 
manner that it will add to the incentive 





for the boy to make the most of his 
opportunity. 

Approaching the father of a boy six 
years old, he calls the parent’s atten- 
tion to the fact that in 12 years the boy 
will probably be entering college. Even 
though the father is alive at that time, 
he will be subjected to a heavy finan- 
cial strain in paying $1,000 or $1,200 per 
year for four years, while the boy is go- 
ing through school. If he is not living, 
the company will guarantee the fund for 
the boy’s education. The special edu- 
cational policy contract may be written 
in amounts of $3,800 or $4,560 arranged 
under a trust agreement, the funds be- 
ing unassignable. From the time the 


policy becomes a claim until the boy 
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ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle Se. 
Telephone State 7298 
CHICAGO, ILL. 








A. GLOVER & CO. 








J H. NITCHIE 

° ACTUARY 

19 S. La Salle St. 
CAGO 


1523 Assn. Bldg. 
Telephone State 4992 . . CHI 








Harry C. MARVIN 
CONSULTING ACTUARY 


2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








RANK J. HAIGHT 
CONSULTING 
ACTUARY 
819-813 Hume-Mansur Bidg. 


INDIANAPOLIS 
Hubbel) Bidg. DES MOINES, IOWA 








J. McCOMB 
e@ COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc, Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
The Law of Insurance a 


iBidg. OKLAHOMA CITY 








ActuarialService Insurance Publicity 


JARRETT N. COATES 
CONSULTING 
ACTUARY 


64 Pine Street . . San Francisco 











E L. MARSHALL 
e 


CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 

















AGENTS 
who can SELL 
as well as WRITE 





Can always be given an ge 
proposition, much territory stil 
awaiting capable representatives. 
Your inquiries will have considera- 
tion. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
Portland, Maine 

















PROFITABLE PARTNERSHIP 
between this Company and A. | 


ium_ reserve is. Over Hun- 
Million insurance in force—and 


"A tow “saency openings for the right 
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enters college, the compeny will pay the 
boy semi-annual installments of interest 
every six months, and on his entering 
college, will pay eight semi-annual in- 
stallments of $500 or $600 according to 
the policy. If the parent is able him- 
self to see the boy through school, he 
can terminate the frust agreement and 
make it payable to his boy. 

The strength of Mr. Bernstein’s 
sales talk lies in his taking everything 
for granted. He tacitly assumes that 
as a matter of course the father expects 
to send his son to college, and after his 
explanation of the policy, he assumes 
that the father, being a man of foresight 
and sound sense, will want the policy. 
Consequently, he merely asks if there 
is anything that the prospect does not 
understand, as he will be pat to explain 
it, and at once asks for the information 
necessary to complete the application. 


PLANS FOR BIG GATHERING 
(CONTINUED FROM PAGE 1) 
insurance companies, and providing for 
its redemption on call—a new incentive 

for and a danger in exploitation. 

Holding companies—their effect upon 
the future stability and security—that 
should be offered by insurance com- 
panies. 

Mergers and consolidations — unli- 
formity in method, supervision unger 
definite statutory requirements—also 
“fleets.” 

Standard accident and health policy or 
statutory prohibition of cancellation 
privilege by company, with requirement 
for premium computation and reserve 
accumulation under recognized standard 
disability experience table. 

Permanent and total disability provi- 
sion and benefits in life policies—deter- 
mination of premium rate on sub-stand- 
ard disability experience table and 
maintenance of an adequate reserve on 
all cases when provision has become 
effective. 

“Investment Gains” as well as “Under- 
writing Loss” to receive consideration 
in all applications for increase in fire 
rates, with expense of the conduct of 
the business and economy of manage- 
ment also considered. 

The value and benefit of contingent 
commissions and agent’s profit-sharing 
contracts in fire insurance. 

Fidelity and suretyship loss reserves 
on a definite basis—a preventive for 
underestimation. 


SAUFLEY DEMANDS A 
CHANGE IN COMPANY 


(CONTINUED FROM PAGE 3) 
property that is worth more or less than 
the fixed valuation. It can sell the 
Kansas City property if given a reason- 
able time, for the full amount of the 
mortgages it holds against it, said Mr. 
Duffin. 


Exchange Made for Farm Loans 


He said that all these mortgages were 
made by the company, passed on by the 
executive committee five different times, 
approved by the board of directors, in- 
vestigated thoroughly by_a special com- 
mittee appointed for that purpose and 
passed upon by the insurance commis- 
sioners in the 1923 examination. The 
mortgages in Chicago and Kansas City 
were made for the most part in exchange 
for farm loans that the Inter-Southern 
took over by reinsurance, which loans 
were giving the company trouble and 
had given the other companies that it 
reinsured trouble. These farm loans 
were traded in for first mortgages on 
income bearing property in Kansas City 
and $275,000 of these farm loans were 
traded in on first mortgages in Chicago. 


Second Mortgage Bonds 


He said that the second mortgage 
bond, held by some of the officers of the 
Inter-Southern on properties mentioned, 
were for moneys advanced, furnished and 
paid by the officers to the company for 
its use and benefit and for the purpose 
of reducing these mortgages so that the 
first mortgages the eompany took would 
be that much better by the reason of 
the money advanced by its officers. He 
said that the officers make no apology 
for having furnished the company money 
to help it in that way. He said they are 





not willing to admit for one moment 
that these second mortgages should not 
be paid. 

Condition of the Company 


President Duffin said that the Inter- 
Southern has cash in bank now over 
$1,000,000, besides which it has.$5,000,000 
of perfectly good first mortgage loans 
on real estate, $3,000,000 in policy loans, 
and $3,500,000 invested in its home of- 
fice building. It has $1,000,000 of other 
good assets. It has $110,000,000 insur- 
ance in force and an income of $2,500,- 
000 in renewal premiums. 


INTERESTING HISTORY 
OF RECORD BREAKING 


(CONTINUED FROM PAGE 4) 
there will be many others to attempt to 
break this record. 

The contest for the greatest number 
of applications written in one day had 
its beginning more recently. It started 
when E, A. Gillispie, an agent of the 
Guardian Life at Shreveport, La., wrote 
101 applications on Aug. 6, 1925. He 
was the first to write more than 100 ap- 
plications in one day, the highest num- 
ber previous to his record having been 
75. It was thought that Mr. Gillispie’s 
record would stand for some time, but 
as was the case of the monthly record, 
his accomplishment merely awoke in 
others the ambition to outdo him and 
gave evidence of the. possibility of 
greater attainments. 


Others Made Attempt 


Mr. Gillispie’s record stood only un- 
til Sept. 8, when Spencer B. Apple, an 
agent of the Travelers at Baxter Springs, 
Kan., a town of 5,000, wrote 105 applica- 
tions for $118,000. A short time later 
the record was broken three times al- 
most simultaneously. Ernest B. Hough- 
ton, the Guardian Life man of Rochester, 

Y., who has recently turned in the 
690 applications in one month, broke 
Mr. Apple’s record for one day, with 
112 applications. Guy W. Peabody, dis- 
trict manager of the Royal Union Life 
at Sedalia, Mo., wrote 115 applications 
for $147,000 on Sept. 29, and the same 
day George Cowton of Grand Island, 
Neb., district agent for the Equitable 
Life of New York, wrote 122 applica- 
tions totaling $201,000. It is interesting 
to note that Mr. Houghton broke his 
own one day record in the process of 
establishing his monthly record, as he 
— 117 applications in one day 
then. 





Beat Year’s Average 


R. L. Simpson of the Connecticut Mu- 
tual at Champaign, IIl., was the next to 
carry off the honors when he wrote 125 
applications on Sept. 30. Mr. Simpson 
had the advantage of working at Cham- 
paign, the home of the University of 
Illinois, where he is well known and 
very popular because of his outstanding 
football record a few years ago. The 
magnitude of such a record is evident 
when one considers that the average 
agent writes fewer than 125 applications 


a year. 

On Oct. 28 Lee W. Thompson, agent 
of the Franklin Life at Miami, Okla., 
secured 127 completed and signed ap- 
plications. Mr. Thompson thus held the 
record only for a few days, for the next 
high mark was established Nov. 4, when 
George Kellerhals of Mexico, Mo., lo- 
cal representative of the Kansas City 
Life, secured 137 applications for a total 
of $173,500. Of these, 45 were on farm- 
ers. He drove 100 miles during the day 
to reach his prospects. 

In view of the rapidity with which 
these records have been made and 
broken, it is highly improbable that the 
last word has been said with regard to 
the leader. Any day may bring forth 
a new high mark, for the really ener- 
getic man must always (believe that 
what one man has done another can do. 


The Oklahoma insurance board has 
cancelled the license for six months of 

. T. Willis of El Reno, agent for the 
Mid-Continent Life. The action was 
taken after a hearing, at which Mr. 
Willis was charged with rebating. 





NOTICE 
Top Notch Contracts 


for six salesmen that are 
qualified to handle dis- 
trict agency in Missouri 
or Arkansas. In reply 
give reference. 


COMMERCIAL LIFE 
INSURANCE Co. 


305 Reliance Bldg. 
Kansas City - - - Missouri 














Personal— 


Do you know the details—the 
facts—about your financial 
affairs—the serial number, divi- 
dend date and history of your 
stock? of your bonds? When 
are notes due? When are pre- 
miums due and how much? 
Have you difficulty in making 
out income tax reports? These 
and a hundred more important 
questions are answered daily if 
you keep account of your affairs 
in 
MI-REFERENCE 


Knowledge of bookkeeping is unneces- 
sary to handle these twelve simple and 
practical records. form is self 
explanatory and provides space for 
complete information on every trans 
~~ irrneeees being quickly and easily 
made. 


Life Insurance Form 


shows all necessary facts about policies; 
name of the company, policy number, 
plan, amount, amount of premium and 
dividends, dates due, cash value, name 
of beneficiary, etc. 


Companies and Executives will find no 
gift to equal MI-REFERENCE as a 
token of good will for Conventions and 
Agency use. It is now used by insur- 
ance salesmen to hold old and win new 
policyholders. _MI-REFERENCE ties 
up with the Life Insurance business. 


MI-REFERENCE is a handsome, handy, 
loose leaf, 3 ring book. Bound in leath- 
erette with index and 100 sheets, $5.00. 
Bound in beautiful genuine leather, with 
index and 200 sheets, $10.00. A liberal 
discount on quantities. Order one today 
for examination—you will never 

it—money refunded if not satisfactory. 


Pfening & Snyder, Inc. 
Dept. 31 Columbus, Onie | 























4 SUPERVISORS WANTED 
ONE FOR EACH STATE 


Eastern Pennsylvania 
Michigan Indiana 
Kentucky 


Salary—Bonus—Personal 
Commissions, Renewals an 
Traveling Expenses to right 
men. Ages 30 to 45. d 


Line Eastern Company—Good | 


Contracts to give Your Gel- 
eral Agents and Solicitors. 
Modern Policies with latest 
clauses. 
close your Photo, and ad- 
dress confidentially, 5% 
P-82 this paper. 


Photo returned to you if 


-_ 


requested. 
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